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Equitable Life Sees 
Problems In Writing 
Fire-Casualty Lines 


One of Leading Life Insurers Finds 
Disadvantages in Entering Prop- 
erty-Casualty Business 


ANDOLSEK SPEAKS IN N. J. 


Vice President Cites Problems of 
Agents, Volume of Business, Serv- 
ice, Losses, in “One-Stop” Plan 








The very reasons which prompt prop- 
erty-casualty insurance companies to 
consider acquisition of life companies 
would also suggest that a successful life 
company stay out of the property-cas- 
ualty business, stated Charles F. Andol- 
sek, vice president of The Equitable Life 
Assurance Society of the United States, 
when speaking before the New Jersey 
Insurance Day meeting at the Hotel 
Essex House in Newark last week. Ac- 
quisition of life insurers by property- 
casualty companies, he observed, has in 
a large measure been prompted by stabil- 
ity and profitable operations of life com- 
panies while property-casualty companies 
have in recent years evperienced sub- 
stantial underwriting losses primarily as 
a result of inflation. 

While the trend recently has been in 
the direction of the so-called “one stop” 
insurance selling whereby a single agent 
has facilites to sell a prospect a complete 
coverage program, including property, 
liability and life insurance, with premium 
payments arranged on a monthly basis, 
Mr. Andolsek does not view this ap- 
proach with full enthusiasm. From the 
viewpoint of the successful life insurance 
company he enumerates several disad- 
vantages of a life insurer adding prop- 
erty-casualty insurance to the coverages 
which it offers to the public. He hints 
that the Equitable is not at this time con- 
sidering entering the fire-casualty field, 
even if laws of New York State and some 
other states were amended to permit a 
life insurer to acquire a property-casualty 
company. 

CPCU Conferment 

New Jersey Insurance Day was spon- 
sored by the New Jersey Chapter of the 
Society of Chartered Property and Cas- 
ualty Underwriters. General chairman of 
the committee was Edward A. Lifson, 
second vice president of the chapter. 

(Continued on Page 27) 
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SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 


with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 


(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


Minimum policy $5,000 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 














Am. Life Convention 
Companies Unite On 
Federal Tax Study 


Now That New Formula Is Law 
Disunity Dissolves; Paul Hammel 
Blasts Complacency 


CONCERN OVER STAFF LOSS 


ALC Resignations Cited; Situation 
In Mutual Funds Topic of 
Meeting Conversation 








By CLarENcE AxMAN 


Chicago— Loosening of tensions be- 
tween insurance companies was one of 
observable features at annual ALC con- 
vention this week at Edgewater Beach 
Hotel. It was in marked contrast with 
last year’s convention when stock and 
mutual companies were on different sides 
of the fence in a schism growing out of 
Federal income taxation of life insurance 
companies. Then it looked as if Mutual 
Life Companies would secede from ALC 
and form their own organization. But 
the government’s 1959 tax formula is 
now a law. Mutual Life Companies have 
dropped their coordinated movement, and 
controllers, actuaries and accountants of 
every company in America are busy 
interpreting how to make out tax re- 
turns. 


ALC Staff Replacements Studied 


Of paramount interest here is neces- 
sity of rebuilding the official staff of 
ALC. Resignation this week of Thomas 
J. Gillooly to join legal staff of Pru- 
dential and recently that of Lee Shield 
to join Union Central together with 
death of Irving Brunstrom, assistant 
general counsel, left important vacancies 
in that staff. Claris Adams, executive 
vice president and general counsel whose 
headquarters are in Washington, and 
who has had a number of operations 
for a physical ailment, is here in good 
spirits and expects to continue in his 
post. A committee to name successor 
when he eventually leaves, was not able 
to agree on such a successor and a new 
committee is being appointed. This situ- 
ation will be on agenda of executive com- 
mittee later this week. 


Mutual Funds Get Attention 


‘Deep concern of insurance agents over 
large part of public’s savings being in- 
vested in mutual funds is a principal 
topic of conversation at converition. But 
all is not sweetness and light with those 
fund organizations. 

Mutual funds are beginning to experi- 
ence growing pains in that industry. 
Some of them were told by Gene Smith 
of New York Times in his column of 
October 12. In that column which runs 
daily he has been the principal glorifier 
of these funds, the reporter who more 


(Continued on Page 4) 
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2. Simplified two-part application forms for regular adult, third B Adan 
party, and juvenile insurance — for client convenience. . 







The John Hancock man has always offered the very best in client 
service — and today it’s even better. Now, he can provide client service 
that has been streamlined for action: 





























1. Simplified policy forms—for easier reading and understanding. 
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Lh. Higdon, New ALC President, Has 


Long Been Active in Organizations 


Chicago—J. C. Higdon, president of 
Business Men’s Assurance Co. of Kansas 
City, was elected president of ALC to 
succeed Rolland E. Irish, president of 
Union Mutual Life of Portland, Me. 

Mr. Higdon has been actively identified 
with insurance organization work for 
many years. He has been a member of 
many ALC and Joint ALC-LIAA com- 
mittees especially those dealing with 
A & H problems. He has served on the 
ALC nominating committee four times, 
once as chairman. He has been a direc- 
tor of Institute of Life Insurance and is 
currently a director of HIAA. 

Native of Indianapolis, Mr. Higdon 
graduated from University of Texas in 
1917 and at once joined the aviation 
school at Austin enlisting as a cadet. 
Transferring from flight training to radio 
communications, he was sent to Columbia 
University for special research on wire- 
less under the famed Prof. Michael 
Pupin. After the Armistice he was dis- 
charged as a lieutenant then joined the 
Near East Relief organization headed by 
Henry Morgenthau, Sr., later becoming 
vice-consul at Tabriz. While at Columbia 
Mr. Higdon had married Aimee Vanne- 
man, whom he had known at Texas U. 
and whose father was a medical mission- 
ary at Tabriz, Iran. 

The Higdons moved to Kansas City in 
1921 where Mr. Higdon joined his father, 
a consulting actuary, which was his intro- 
duction to life insurance. He sold insur- 
ance for Aetna Life before joining Busi- 
ness Men’s as manager of the newly or- 
ganized life department. 

Serving the company in many posts 


J. C. HIGDON 


including vice president in charge of sales 
during the depressed 1930's, a position he 
filled with success, Mr. Higdon was made 
a director of Business Men’s in 1934, 
executive vice president in 1944, then 
elected president in 1945 when Tom 
Grant, founder of the company, became 
chairman. 

Mr. Higdon is prominent in all the 
business and civic life of Kansas City, 
his affiliations being too nui.erous to 
recount here. 


Adams Sees Interest Rates As Issue 


Chicago—It is almost certain that great 
pressure will be brought on Congress to 
invoke some political method of amelior- 
ating interest rates at the next session, 
and if the administration which succeeds 
this one is not so devoted to sound fiscal 
policy, the danger will be greatly in- 
creased, ALC was toid by its executive 
vice president and general counsel, Claris 
Adams, reporting to the 54th ‘annual 
meeting at Edgewater Beach Hotel, Mr. 
Adams said that “life insurance is in a 
somewhat delicate situation” in this con- 
nection. 

“It is our bounden duty as I see it to 
make an all-out fight against every type 
of legislation which is inflationary in its 
consequence,” he said. “We are in the 
business of selling dollars. To keep faith 
with our policyholders we must do every- 
thing within our power to help safeguard 
the integrity of such dollars. We have a 
great obligation to beneficiaries living on 
life insurance proceeds to protect the 
purchasing power of such proceeds.” 

Mr. Adams said that since the life in- 
surance business is among the largest 
lenders in the nation it is constantly con- 
fronted with the cynical attitude that 
“although we present our case in behalf 
of widows and orphans, we are really 
interested in high interest rates for our 
own aggrandizement. 

o far, we have succeeded rather well 
in escaping too much criticism, by a 
Straightforward statement that it is our 
duty as trustees to invest money at the 
best return obtainable consistent with 
safety,” he said. 

owever, the fact is that viewed his- 
torically, interest rates are not high. They 
are lower than they were in any year 
Prior to 1935, including boom years as 
well as depression years, and it is also 


true that during most of the periods 
when we had extremely low interest 


rates, they did not result in an expansive 
or dynamic peacetime economy. 
“Perhaps one of the most important 
issues which must be fought out in this 
country in the next two or three years is 
whether the people will save enough to 
finance an orderly and healthy growth of 
the economy, or whether we shall manu- 
facture € money to pump air into a balloon 
which ultiniately will burst to the detri- 
ment of everyone, but particularly to the 
beneficiaries and 


hurt of our policy- 
holders to whom we owe a great duty. 
“As I see the picture, life insurance 


was never stronger; the institution was 
never more dynamic; its leadership was 
never more capable, alert and imagin- 
ative; its field torces were never so well 
trained. Nothing can prevent a con- 
tinued growth and mainienance of its 
outstanding record of public service 
through private enterprise except the 
surrender of the American people to the 
siren song of inflation.” 

Mr. Adams said that 1959 will be re- 
membered as the year that the half- 
trillion of life insurance in force was 
reached. Nevertheless the average Amer- 
ican family is still insured for consider- 
ably less than two years of its current 
annual income and policyholders are in- 
vesting a smaller proportion of their dis- 
posable income in life insurance than 
they did 20 years ago. 

He said that mortality-wise, life insur- 
ance had had a good year, and investment 
return has continued to rise. Mr. Adams 
also said that membership in the Amer- 
ican Life Convention has reached 279 life 
insurance companies which have approx- 
imateiy 95% of life insurance in force in 
the United States. 





Financial, Combination Cos. 
Chairmen; Thompson Secy. 


Chicago—New chairman financial sec- 
tion is Sherwin Badger, New England 
Mutual. New chairmen combination com- 
panies is W. S. Sheffield Owen, Life Ins. 
Co. of Georgia. Secretary is George 
Thompson, John Hancock. 





Nippon Life President on 


Life Insurance in Japan 
Chicago—Life insurance companies in 
Japan have twice revised the mortality 
tables since World War II because of 
improvement of nearly 20 years in life 
expectancy in that period, Gen Hirose, 
president of Nippon Life Insurance Co., 
Osaka, Japan, told ALC. Mr. Hirose 
noted that because of the revision of 
the mortality rate, policies are being 
offered at lower premiums. 

“The endowment policy has hitherto 
been the typical policy,” he said. “Re- 
cently, however, significant changes have 
been found in all phases of life insur- 
ance policies. Life in postwar Japan has 
brought changes in people’s way of 
thinking as well as in income classes. 
There is a wide gap between the older 
generation and the younger generation in 
their sense of life. The older genera- 
tion has been satisfied with a humble 
life. For them it is natural that their 
relatives should afford them financial 
support in case of need. Under these 
circumstances the primary function of 
life insurance was neglected and people 
utilized a life policy as a measure for 
money-making. It is the reason why the 
endowment policy has been cherished by 
the Japanese people.” 





Insurance Law in Alaska 

Chicago—Very few cases have been 
adjudicated pertaining to insurance mat- 
ters in Alaska, so that the bulk of in- 
surance law in the new state is statutory, 
an Alaskan attorney, Robert Boochever, 
reported to the Legal Section. Mr. 
Boochever, a member of the law firm of 
Faulkner, Banfield and Boochever, to'd 
the meeting that the basic Insurance 
oe was pz assed in 1937, and is codified 

Title 42, Alaska Compiled Laws, An- 
saline 1949. A substantial addition and 
revision of the law was enacted in 1957 
and is codified in Alaska Compiled Laws, 
Cumulative Supplement, Title 42. 

Regulation and supervision of insur- 
ance matters come under the jurisdiction 
of the Commerce Department through 
the Insurance Commissioner, Neither 
the Insurance Commissioner nor any of 
his assistants or clerks may be directly 
or indirectly interested in any insurance 
company, although they may be policy 
holders. 


J. D. Randall, ABA President, 
On Lawyer’s Role in Society 


Chicago—‘It has been said that the 
lawyer’s role in society is that of the 
guardian of the integrity of social in- 
stitutions,” John D. Randall, president of 
American Bar Association, told the Legal 
Section of ALC, saying these _institu- 
tions, in general, include the Constitu- 
tion, the rights derived therefrom, the 
right to the family and protection of 
home and person under the laws, and the 
right to own property. ; 

It is the lawyer’s role to maintain, im- 
prove and correct these institutions as 
they develop. Aside from these general 
categories of institutions, there are cer- 
tain specific groups evolved by twentieth 
century society such as the contempo- 
rary corporation, the modern labor or- 
ganization, the modern insurance com- 
pany. These new forms of institutions 
are complex and the problems they pre- 
sent are involved. Today, to deal with 
those problems, the individual lawyer 
needs more facts and general informa- 
tion than did his predecessor. 





Visitors From Abroad 


Chicago—Among those from foreign 
countries attending annual meeting ALC 
are Gen. Hirose, president, and Keizo 
Asai, secretary, Nippon Life of Osaka, 
Japan, 

Another visitor is Andreas D. Was- 
senaar, general manager, South African 
National Life of Cape Town, South 
Africa. 





Litigation Cases Reported 
To Legal Section by Bryan 


Chicago—A total of 252 cases involving 
life insurance litigation in state and fed- 
eral courts have been reviewed by the 
American Life Convention during the 
year 1958-1959, and of these, slightly 
more than half, or 53.7%, were "favorable 
to the company, it is reported to ALC’s 
legal section, by C. Clark Bryan, assist- 
ant general counsel of the convention, 
including 11 major categories: taxation, 
binding receipts, effective date, murder 
of insured, aviation and war clauses, 
Federal Trade Commission, variable an- 
nuities, Iron Curtain beneficiaries, pre- 
authorized bank drafts, supplementary 
contracts and misrepresentation in ap- 
plication. 

Mr. Bryan said there have been an 
unsual number of tax cases being re- 
ported in the Legal Bulletin. “One of 
the problems which has had repercus- 
sions,” he said, “has been the purchase 
by taxpayers of annual-premium annuity 
policies financed by borrowing from a 
bank, pledging the policy as collateral. 





Kastner Gives Legislation 
Picture and Its Outlook 


Chicago—The “long and hard- fought 
battle over life insurance company taxes 
and its “total take” of $900 million 
plus, dominated the national scene this 
past year, Ralph H. Kastner, general 
counsel of ALC, reported in his annual 
review of life insurance legislation. 

Speaking before the Legal Section, Mr. 
Kastner recalled that Congress, by sepa- 
rate legislation, also extended the Ko- 
rean War corporation and excise taxes 
for another year, thus continuing the 
basic 52% rate heretofore applicable to 
life companies. 

He said that strong pressure for en- 
actment of Jenkins-Keogh type of legis- 
lation will take place early next year. 
This would encourage es tablishment of 
voluntary pension plans by self-employed 
individuals (to grant a tax advantage 
somewhat equivalent to those accorded 
“employes”) by making their contribu- 
tions to pension retirement programs 
currently deductible from gross income 
and postponing the tax until distribution 
at or following age 65. 

Another live issue in 1960 will be pro- 
posals to exclude from gross income of 
taxes paid by employes under the Rail- 
road Retirement Act, and for Social Se- 
curity, and for contributions to the Fed- 
eral Civil Service Retirement program. 
Similarly there will be a strong push for 
measures like the Forand Bill, providing 
hospitalization, surgical benefits and 
nursing home care for OASDL benefi- 
ciaries, most providing for a tax increase, 
but at least one with no tax increase. 

Mr. Kastner reported also on the new 
housing legislation that had been passed, 
and on the law affecting veterans’ hous- 
ing. He noted that Senator Long will 
press in 1960 for a bill to reopen the 
purchase of lapsed National Service Life 
Insurance policies. on 

Other Federal. government activities 
reviewed by Mr. Kastner included Fed- 
eral employes’ health insurance legisla- 
tion and the Group life modification ; 
proposals affecting “outside salesmen” ; 
continuation of the authority of. the 
O’Mahoney Subcommittee Investigation 
of Insurance, which will undoubtedy 
cover some aspects of life insurance 
operations; and the preparation for a 
White House Conference on Aging. 
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Agency and Legal Chairmen 
Chicago—Joseph L. Beesley, senior 
vice president, Equitable Society, is the 
new chairman of the Agency Section; 
Frank Vesser, vice president General 
American, St. Louis, is secretary. 

The Legal Section elected James N. 
Ackerman, general counsel of Bankers 
Life of Nebraska, as its chairman. Sec- 
retary is Allen C. Steere, second vice 
president and general counsel Lincoln 
National Life. 





Education, National Policy 

Chicago—Dr. Claude Bissell, president 
of University of Toronto, told ALC 
higher education has emerged as a fac- 
tor in national policy. He cited the fact 
that Khrushchev brought with him to 
this country among his advisers the 
Soviet minister of higher education. 

“Professors are now rapidly becoming 
the only genuine form of international 
exchange,” he commented. “Indeed, if 
East-West competition shifts, as we all 
hope it will, from the military to the 
economic and cultural fields, engineers 
may take the place of tankers and bal- 
lerinas of battleships.” 





ALC Convention 


(Continued from Page 1) 


than any other has made them look 
attractive. 
Although sales in those funds have 


continued to rise, Smith said the recent 
market breaks had a devastating effect 
on the assets of funds and he quotes 
manager of one large fund as saying its 
assets tumbled ten million dollars in one 
day. Smith called attention to an article 
in commercial and financial chronicle 
about offerings of management company 
shares in which its editor “likened the 
fantastic high earnings ratios of such 
offerings to the racing form routine.” 


Hammel Cites Investigations 


Paul A. Hammel, president of Com- 
missioners Association and Nevada In- 
surance ‘Department head, criticized 


what he called complacency of insurance 
industry in his talk this week. He called 
attention to a large number of investiga- 
tions which have been, or will be held 
by government agencies, of state super- 
vision and the emphasis they are placing 
on government supervision or at ieast 
government sharing with state commis- 
sioners responsibilitv for insurance being 
closer regulated in interest of the public. 

Labor's criticisms of what it regards 
as wrong with operation of the insurance 
industry were given at convention by 
Charles P. Scully, legal counsel, Cali- 
fornia Labor Federation AFL -CIO. As 
insurance is primarily national in scope 
labor believes it is loosely regulated in 
a multiplicity of states and thinks uni- 
form rate structure should be included 
under regulatory measures. Finding 
fault with phrasing and terminology of 
insurance contracts Scully said labor 
feels that a benefit purchased should be 
expressed clearly and explicitly so that 
the average individual upon reading the 
document can readily understand his 
policy. Dr. Charles F. Phillips, Bates 
College president, said financial prob- 
lems of U. S. Treasury stem directly 
from its too heavy dependence upon 
short term financing during past decade. 
“Net result of this mismanagement of 
treasury department is that we now face 
the refinancing of $78 billion of our debt 
in next twelve months,” he declared. 
“Had treasury engaged in long term 
financing in 1948-1958 period today’s 
plight might have been avoided.” 

Among those making good impressions 
here this week are Dr. Claude T. Bissell, 
president University of Toronto, Blake 
Tyler Newton, Jr. new executive vice 
president, Institute of L ife Insurance and 
new president of NALU, William Hend- 
ley, Jr. 


Cleveland Tells Status of 
Self-Insured Benefit Plans 


Chicago—Is a self-insured employe 
benefit plan subject to regulation under 
the insurance laws? In answering this 
question at the ALC convention’s Legal 
Section, Harold van Buren, Cleveland, 
associate counsel of John Hancock Mu- 
tual Life, pointed out that no court has 
as yet decided on this issue. 

“Attorneys general have ruled on it 
in only four states. In California, Flor- 
ida and New York, self-insured plans of 
various kinds have been ruled not sub- 
ject to the insurance laws. The opposite 
conclusion was reached in Wisconsin. 
Older decisions concerning the status 
under the insurance laws of the fore- 
runners of modern employe benefit 
plans (the employe mutual benefit asso- 
ciations and the insurance departments 
of the railroad brotherhoods) do not 
throw much light on the status of mod- 
ern plans,” Mr. Cleveland said. 

He said that a number of questions 
must be answered before concluding le- 
gally that all such plans are subject to 
insurance regulations, 

“The broad purpose of insurance reg- 
ulation is to assure that the reasonable 
expectations of persons who rely on the 
promised benefits shall not be frustrated 
—by dishonest or extravagant manage- 
ment, by unsound actuarial, funding or 
investment practices or by unfairness in 
the terms of contracts or in their admin- 
istration,” Mr. Cleveland said. 

“Insurance companies are subject to 
detailed regulation of these matters be- 
cause experience has shown it to be 
necessary for fiduciary operations which 
require the regulation and investment of 
large funds collected from many indi- 
viduals, which involve complex contracts 
whose provisions the general public can- 
not understand, whose actuarial sound- 


Dr. Wallace Cites Disturbing Trends 


Chicago—Life insurance lapse rates are 
rising and the situation is frankly “bad,” 
according to Dr. S. Rains Wallace, di- 
rector of research, Life Insurance 
Agency Management Association. Speak- 
ing before the Agency Section, Dr. Wal- 
lace said that the lapse rate “is worse 
in the United States than it thas been 
since 1938. 

“Tt is not, contrary to some more 
mythology that has been current, at- 
tributable to increases in term insurance. 
It may be related, however, to another 
shift which is becoming rather dramatic 
and which has been made almost ex- 
plosive by the advent of the family 
plan. 

“I refer to the proportion of business 
sold on a monthly premium basis—with 
or without bank plan. In 1949, 37% of 
the adult male business sold by Ordi- 


nary agents was on annual premium, and 
14% was on monthly. In the last half 
of 1958, 27% was annual and 37% was 
monthly (of which, incidentally, only 8% 
was bank plan business). For combina- 
tion agents, monthly increased from 9% 





ness only an expert can judge and on 
which the beneficiary’s whole economic 
future may depend. 

“These considerations apply to self- 

insured employe benefit plans as much as 
to commercial insurance companies. 
But until courts of last resort have de- 
cided the question, or legislatures have 
acted, the status of self-insured employe 
benefit plans under the insurance laws 
will remain uncertain.” 
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SUN LIFE ASSURANCE COMPANY OF CANADA 


Active in the United States since 1895 








to 31%, while monthly debit remained | 


almost constant. 


ene 


“It is my own belief that some ven- | 


turesome thinking is needed here. 


I do 


not believe that it will take the form of |~ 


reversing this trend to monthly business, 


because that is something which reflects | 


asy 
Be 


an over-all change in 


increasing the persistency of 


the economic 
habits of the public. The problem of the 
agency executive thus becomes one of | 
the © 





monthly business he must expect to sell.” ey 
Dr. Wallace, referring to the way in | 
which some misconceptions become in- | 


grained in the consciousness of 


top | 


executive, described this as “highly dan- | 
gerous, because it can mean that deci- | 
sions are made designed to solve the 
wrong problem or even to solve a prob- ~ 


lem that does not exist at all.” 
For some years and up to the present, 


he said, “we have known the premium | 
fate per thousand of the business we | 


are selling is dropping at a rather appall 
ing rate. |For example, in 1959 the pre 


mium per thousand of business sold to | 
adult males by Ordinary agents was |) 
had fallen to $20, 7 
For similar business sold by combina- 7 
tion agents the drop was from $22.10 in 


$29.90. In 1958 it 


1949 to $15.07 in the last half of 1958. 


“These are the facts and they are dis- | 


turbing ones. I am sure you have all 


been exposed to the lack of enthusiasm 


which this trend engenders in _ the 
breasts of your investment people. 
also sure you recognize that a fall in 
premium rate, particularly when, as is 
the case, it is accompanied by an in- 
crease in early lapse, may mean that 
costs per thousand are going up. This 
makes it vitally important that we not 
only recognize the symptoms—in this 
case the drop in premium rate—but also 
look for the causes. 

“It has become the fashion in our 


business to identify the cause as an in- © 


crease in the proportion of term insur- 
ance sold, and by implication, the cure 
as de-emphasizing term and pushing the 
permanent forms. This cure might bea 


good thing to do for other reasons, but | 
I can tell you now that if our data are | 


correct, and I am sure they are, this 


‘cure’ will not make a perceptible dent | : 


in the premium rate trend.” 





Cos. Meet to Preserve 


Municipal Tax Status | 


This week a large group of companies 


interested in preserving tax free status ‘ 


of their municipal bond interest with 
proper deduction for inter-corporate divi- 


dends, met in Chicago to formulate plans — 








Iam 





FE 











for pursuing their cause in the courts if © 


necessary. 





Executive Commiteemen 


Chicago—Three new members of the F 


executive committee were elected. They 
are: Horace W. Brower, president, Oc- 
cidental Life of California; Charles A. 
Taylor, president, 
of Virginia; 





Life Insurance Co f 
and Travis T. Wallace, © 


president, Great American Reserve of § 


Dallas. 





Dr. Raub on Management 


Chicago—“One of the reasons that 
many programs of management and 


fs 


manpower development are falling short 4 
of established goals is the tendency to | 


get away from fundamentals and for | 


management to rely on “outsiders,” it 


R 


y 


staff people, consultants, to do the basic © 
work which only managers themselves 


must do if healthy results are to be ob- 
tained,” Dr, Edwin S. Raub, principal, 
Edward N. Hay & Associates, Ine, 
rare told the Agency Section. 
Dr. Raub reviewed the work done if 
the name of management or manpaae 
development since World War II, 
cluding the problem of jcauainiclll 
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President Irish Weighs Trends 


Chicago—At long last the matter of 
life insurance company income taxes has 
been decided and the life insurance busi- 
ness may be fortunate in getting the tax 
bill this year instead of next, president of 
American Life Convention, Rolland E. 
Irish, told the ALC at its annual meeting 
at Edgewater Beach Hotel this week. 

Mr. Irish, who is also president of 
Union Mutual Life of ‘Portland, Me., 
said it is well known that the chairman 
of the House Ways and Means Commit- 
tee plans to work on income tax reform 
during 1960 in an effort to get a reduction 


ROLLAND E. IRISH 


of tax rates in certain areas without 
sacrificing revenue. 

“With 1960 being an election year, it 
is not inconceivable that an even more 
burdensome tax could have fallen on life 
companies as a means of financing avo- 
cated reductions in general tax rates,” 
Mr. Irish said. 

Answering the question, “Where are 
these increased taxes coming from?” Mr. 
Irish said that “this time I feel we must 
really take a hard look and reappraise 
the entire management process. 

“In our own company,” he said, “we 
have tried to define the eight or ten areas 
where we might look for considerable 
improvement. We do agree that in most 
areas improvement can be made.” 

Mr. Irish noted that in January, 1949 
there were 584 legal reserve companies 
listed and that today there are well over 
1,400. Many new companies are develop- 
ing good markets and will develop good 
company management. Included in this 
number are 156 “one stop companies,’ 
fire and casualty companies with life in- 
surance affiliates. 





O'TOOLE ASSOCIATES 
Incorporated 





QUEENS VILLAGE 29, NEW 








“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











“There is divided opinion as to the 
effect these companies will have on our 
present markets,” Mr. Irish said. “My 
own opinion is that these companies will 
capture a great deal of the business that 
we have neglected and could be respon- 
sible for increasing the life insurance 
companies’ share of our national dispos- 
able income. If so, this will be desirable 
for the whole industry.” 


Commenting on the anti-inflation cam- 


paign of Institute of Life Insurance, Mr. 
Irish said this undertaking has brought 
support from many other segments of 
business, from the newspapers and from 
the public generally. 

“This effort has made a vital contri- 
bution toward stimulating the public’s 
interest to the end that the life insurance 
business has made itself heard in this 
important subject—and adding its voice, 
made an impact toward helping to stem 
the tide of excessive government spend- 
ing. And it has unquestionably helped 
build a public image of our business as 
one that has the public interest at heart 
and the courage to speak out.” 


Wall Calls Manpower No. 1 Problem 


Chicago—Life insurance agency people 
are concerned about many things that are 
happening in the insurance business to- 
day—and “unless we are very careful’— 
they can be detrimental to general public 
acceptance of sound, basic insurance 
philosophy, according to A. E. Wall, vice 


president in charge of agencies for Con- 
federation Life Association, Toronto, 
speaking as chairman of the Agency Sec- 
tion. ‘Mr. Wall named the “Number One” 
problem of the agency as “procuring top 
life underwriters to market our service. 

“There is more competition today for 
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He's on the 


RIGHT ROAD 


with 


Equitable Life 


of lowa's 


KEYS TO 
1 © [ od Oj 3-1) of 6] a) 








This completely modern basic training program, in 
four parts, is designed to assist the new field asso- 
ciate attain his goal of Career Life Underwriter. 
These Keys To Successful Selling will help him 
along the Right Road faster and easier. 


LIFE INSURANCE COMPANY OF IOWA 
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Actuarial and 
Accounting Assistant 

Eastern company {about $200 million 
in force) needs young man, interested 
in actuarial and accounting work, as 
assistant to V. P. and Actuary. Salary 
commensurate with experience and edu- 
cation, College degree in Business Ad- 
ministration or Math desired. Our 
people know of this ad. Reply in con- 
fidence to Box 2731, The Eastern Under- » 
writer, 93 Nassau St., New York 38,7 
N. Y. 














the individual with sales aptitude than 
ever before from industry in general,” he 
said. “Many industries outside the life 
insurance business are now turning their 
attention to the procuring of creative 
salesmen, and in every business and in- 
dustry skilled sales managers are at a 
premium.” 

Mr. Wall noted that there is still much 
to be done to obtain the full potential of 
sales power. 


“Despite all we know and do in re- 
cruiting and training power, half our 
new men are lost to us in their first 12 
months. The disturbing truth in this 
picture however is that it need not be so, 
because it is evident from the records of 
some companies and agencies that some 
managers do not lose more than one mz an 
out of every six in the first 12 months.” 

He said that agencies are very con- 
scious of the rising costs of business. and 
that “dollars invested in men that fail are 
lost dollars—not only through the effect 
on morale, and efficiency on other men 
in that agency and the resultant bad pub 
lic relations in the community in gen- 
eral.” 

More progress must also be made in 
developing skilled supervisors and man- 
agers from “our own ranks,” Mr. Wall 
said. 

He commented on the trend toward un- 
usual types of plans being introduced by 
saying that some of them have been 
volume-getters for a short period of time. 
but which in the long run do not build 
prestige for sound underwriting or for 
life insurance in general. 

Mr. Wall said that agents are generally 
“pretty well satisfied” with their plans 
and compensations; but on the other 
hand it is obvious from research that 
many companies lack awareness of the 
agents’ problems and do not seem espe- 
cially interested. 

“This goes further than even agents 
in the field,” he declared. “Agency off- 
cials, including vice presidents, have 
spoken to me over the past years of one 
specific problem that they encountered 
Some of them do not have a clear picture 
of what their president or what their 
other senior officers in the company ex- 
pect from them in the form of objectives 
—is it volume in larger and larger quanti- 
ties, regardless of quality? Is it more 
awareness of the trend in the cost pic- 
ture? Is it more emphasis on premium 
income ?” 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St., New York 36 
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GUARANTEED RENEWABLE ACCI- 
DENT AND HEALTH is today consid- 
ered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible 
plans that may be CUSTOM-TAILORED 
to fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU. 4-5779 
General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY Jamestown, N.Y. 





Holderness Tells Life Insurance’s 
Contribution To A Free Society 


Chicago—It is a reasonable and logical 
development that the world’s highest 
living standards and most stable eco- 
nomic systems together with the max- 
imum of individual freedom prevail to- 
day on the North American continent 
for in the United States and Canada the 
institution of life insurance has experi- 
enced by far its widest public acceptance 
and its greatest fulfillment for the eco- 
said Howard 
Jefferson 
ALC on 


nomic good of every man, 
Holderness, president of 
Standard Life, addressing 
Thursday. 

“As the free world looks to America 
today for example and inspiration, for 
economic assistance and for leadership 
in our mutual defense, we, the North 
Americans, must look to life insurance,” 
said Mr. Holderness. “It is the means 
by which we provide independently for 
our own needs—for the needs of our 
wives and children—without calling upon 
the state to do so. It is the means by 
which the savings of our people are 
channeled, voluntarily, into a_ thriving 
economy that has enabled us—thus far— 
to avoid the broad and all-too-easy path 
to state ownership of the means of pro- 
duction. I am firmly convinced that 
without life insurance, North America 
could not stand today as the spiritual 
and economic bulwark of democracy. 
Life insurance, the institution which it 
is our privilege to serve, is the ‘kept 


10% of Market Getting 90% of Time? 


Chicago—“Ours is a job of market 
managers—not only sales managers—and 
90% of our job is have a true con- 
sciousness of the business as a whole and 
the interrelationship of. its component 
parts,” Micou Browne, executive vice 
president and agency director of Occi- 
dental Life of North Carolina, told the 
Agency Section. 

Mr. Browne said that there is evidence 
that agency have either 
forgotten sound principles or have be- 
come “brain washed” with ambitious and 
untried methods and have used principles 
ot operation that actually falsify results. 

Most of the agency executives are 
gearing their regional and national con- 
ventions and sales seminars to the con- 
cept of spending 50% to 75% of the time 
directing comments to the so-called ad- 
vanced underwriting specialists. Thus 
they are giving most of the attention to 


some officers 


the 10% of the job rather than the 90% 
which is the same as it was twenty or 
thirty years ago, he said. 


The 90% otf the job of the agency ex 
ecutive, Mr. Browne stated, still consists 
of “(1) improving the personal organiza- 
tion of our time, (2) making wise and 
sound market analyses, (3) developing 
sound plans for short range’ and long 
range manpower development, (4) im- 
proving our skills in human-relationships, 
and (5) developing greater efficiency in 


the area of sound insurance business 
management. 

“Our challenge is to be a_ balance 
wheel for salesmen and home office as 


Sociates alike. Yesterday—today and to- 
morrow—9% of our job should be in- 
volved in the functions of market man- 
agement that fulfill our true company 
objective.” 

Focusing on the 10% of the job to be 
done gives the agency officer a kind of 
“insurance schizophrenia” Mr. Browne 
stated. He asked the group of agency 


executives: “Can we truthfully say that 
the after-effects of the family plan have 
been good for our industry? Recent de- 
velopments on high first year cash values, 
indicate there might have been a lack 
ot ample field testing by our companies 
prior to extensive field promotion. Is the 
acceleration of ‘Cheaper by the Dozen’ 
focusing our attention categorically on 
only’ 10% of our buyer market and in 
turn penalizing the 66% of our buyers 
whose _ family earnings are less than 
$10.000 annually ? 

Mr. Browne continued that if agency 
men are firmly entrenched in the 90% 
of their job, they can meet, head-on, any 
frustrating style changes. He said that 
“some of us have found that frank dis- 
cussions with our agents, managers, 


promise’ of our continuing free society 
in the world today.” 

Mr. Holderness went on to stress the 
supreme importance of making this role 
more widely understood; of giving the 
public a clearer concept of this complex 
institution that provides the economic 
foundation for our way of life. 

“Providing the public with this better 
understanding of life insurance and its 
vital place in the financial pattern of the 
nation is by no means a new and fresh 
undertaking,” the speaker said. “In fact, 
the greatest single advance toward this 
objective took place some twenty years 
ago with the organization of the Insti- 
tute of Life Insurance to serve as a cen- 
tral source of information, and as the 
public relations arm of the industry as 
a whole. Public acceptance of life in- 
surance would seem today to be at a new 
high. Life insurance ownership in the 
United States is now well past the half 
trillion mark. Both sales and average 
size of policies sold have increased year 
after year. The gains recorded in our 
business during the past ten years have 
been tremendous. Undoubtedly, they in- 
dicate increasing public recognition and 
acceptance of the unique services per- 
formed by life insurance, both as a plan 
for thrift and as the most efficient means 
of providing for family security, the 
payment of a mortgage on the home, for 
a college education or income for re- 
tirement years. 

“But these will largely be viewed as 
services performed for the individual, 
for a man and his family, or the part- 
ners of a business. I fear that we would 
be overly optimistic to assume that either 
our policyholders or the general public 
will—of their own insight and initiative 
—put the pieces together and view the 
total picture of what life insurance 
means to the continued growth and the 
permanency of our economic system. 

“We, ourselves, must create the ‘total 





boards of directors and home offices con- 
cerning the hazards of the 10% area has 
developed a unified front for long range 
plans in our continued development in 
the 90% area. The best way to communi- 
cate is ‘eyeball to eyeball’—and such di- 
rect and frank discussions with our asso- 
ciates is a proven method to prevent ‘in- 
surance schizophrenia.’ ” 

Mr. Browne concluded that the 90% of 
the job, which involves market manage- 
ment for our own companies, should en- 
able us to intelligently reject or accept 
new ideas as they appear on the horizon. 
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BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 
INCORPORATED 1891 


Old in tradition and sense of respon- 
sibility—new in ‘our progressive 
approach to the constantly chang- 
ing needs of policyholders. 




















LIFE AGENCY DIRECTORS 


Positions listed below are with medium 
sized Companies offering excellent 
starting salaries and tangible advance- 
ment opportunities. 


East—H. Off. Agency Director $17,500 
South—H. Off. Dir. Agencies 15,000 
Midwest—Life—A & H Director 14,000 
Midwest—Regional Agcy. Supt. 12,500 
Midwest—Life Training Director 12,000 
N. East—Ass't. Supt. Agencies 11,000 
W. Coast—Ass't. Dir. Agencies 10,000 


Agency Director/As- 
sistant Director openings all sections of 
country. A postal card will bring "HOW 
WE OPERATE". No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 


Extensive selection 
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picture’ in the public mind. We have a 
vital story to tell of protection featureg 
enabling every man to provide his own 
security, for self and family, rather than 
look to’ a welfare state. We have an 
equally significant story to tell of the 
investment role of life insurance, gen- 
erating vast economic power and increas- 
ing industrial output—in the face of a 
world trend toward state ownership. 
“We have a moral obligation to dram- 
atize, publicize and win mass accept: ince 
for the program of action to combat in- 


flation. The leadership taken by the In- 
stitute in this program is a very im- 
portant way in which we of the life 


insurance industry are demonstrating our 
kept promise of a ‘free society. 


Function of Investments 


“A nation’s savings, harnessed and 
put to work through a sound invest- 
ment program, are the true measure of 
that nation’s economic power. This brings 
us to some of the most significant facts 
we shave to tell in the story of how life 
insurance keeps its sacred promise of 
economic freedom for all our people, as 
opposed to state ownership and control 
of the means of production. The social- 
istic countries are generally marked by 
less efficient methods, lower productivity 
and less favorable living standards. How- 


ever, much progress has been made in 
Russia, particularly in scientific pro- 
jects. We certainly cannot be complac- 
ent and in any area where we are be- 


hind, the U. S. A. will have redoubled 
its efforts to be the world leader in such 
important areas, with full cooperation 
from the life insurance industry. 
“Each year our policyholders add new 
billions of their savings to the reserves 
life insurance 


of the more than 1,375 
companies in: the United States. At the 
end of 1958, these companies held a 


total of $107.6 billion in assets—the fi- 
nancial guarantee of future fulfillment 
of life and health insurance policies and 
annuity contracts. 

“The billions of dollars of life insur- 
ance assets have long been one of the 


nation’s primary sources of investment 


capital. As such, they represent a tre- 
mendous force for social good. For | 
believe we may state that the invest- 


ment policy of the life insurance indus- 
try—of your companies and mine—has 
always been to obtain the greatest re- 
turn consistent with safety, on the in- 
vestment dollar; and to inv est primarily 
in those enterprises that help to create 
a stronger national economy and 4 
higher standard of living for all Ameri- 
cans. 

“Our function as the investor of these 
funds—the major portion of which are 
assigned to meet the obligations to 
policyholders—should be one of our most 
valuable public relations features. For 
the sound investment and re-investment 
of vast capital has helped to make life 
insurance, as an institution, one of the 
principal stabilizing factors in our 
ciety.” 
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Supreme Court Won’t Review 
Agent-Commission Tax Case 


Washington—Lower court rulings that 
commissions received by a life insurance 
agent on policies purchased by him for 
his own benefit are taxable income were 
left standing by the refusal this week of 
the Supreme Court to review this finding. 

Also on the books, however, is a U. S. 
Tax Court decision that 
sions “represent merely a reduction in 
the cost of such insurance to (the agent) 
and do not constitute the realization of 
taxable income by him within the mean- 
ing of the revenue laws.” 

In the case which the High Court de- 
clined to hear, A. J. Ostheimer, 3rd, a 
Philadelphia agent for Northwestern 
Mutual Life and Aetna Life, did not in- 
clude in his income tax returns for 1947, 
1948 and 1949 the commissions received 
on life policies he had purchased for his 
partner, three key employes and four 
of his children. He was the owner and 
beneficiary of all the policies. He took 
the position that the commissions paid 
on these policies amounted to a reduction 
in their purchase price. 

The Commissioner of Internal Revenue, 
however, determined that the commis- 
sions were no different than other com- 
missions on policies sold by Ostheimer. 
and should have been included in his 
taxable income. The Internal Revenue 
Service position was upheld by a Federal 
District Court and, on appeal, by the 
Third Circuit Court. 

Ostheimer appealed to the Supreme 
Court, and was joined in his request for 
review by the National Association of 
Life Underwriters which filed a “friend 
of the court” brief supporting his argu- 
ments. ; 

Refusal by the Supreme Court to re- 
view the case leaves the Third Circuit 
Court decision in effect. It is now con- 
sidered likely that the Government will 
appeal the contrary decision by the Tax 
Court, in a case based on similar facts 
involving policy purchases for his own 
benefit by Sol Minzer of Dallas. 


such commis- 





Medical Directors to Meet 


The Association of Life Medical Di- 


rectors of America will hold its 68th 
annual meeting at the Hotel Statler 
Hilton, New York, starting October 21, 


and continuing through October 23. The 
300 physicians who will attend the meet- 
ing represent life insurance companies 
in the United States and Canada. 

Life insurance physicians who will ad- 
dress the meeting include Dr. John J. 
Hutchinson, medical director of New 
York Life, who will speak on highlights 
of the new build and blood pressure 
study and Dr. C. Marshall Lee, assistant 
medical director of John Hancock, who 
will speak on advances in surgery: their 
effects on medical underwriting. 

Other speakers will include Dr. Louis 
M. Orr, president of American Medical 
Association ; Dr. Milton Helpern, chief 
medical examiner of New York City; Dr. 
Frank B. Berry, Assistant Secretary of 
De fense; Dr. Arthur M. Master, New 
York City cardiologist; and Dr. Peter 
G. Danker, New York City neuropsy- 
chiatrist. 

The entire Friday mor ning session will 
be devoted to a symposium on public 
relations and the work and aims of the 
Health Insurance Council. Participants 


will include Dr. William P. Shepard, 
chief medical director, Metropolitan 
Life; Dr. Charles D, Gossage, associate 


medic: il director, Confederation Life; Al- 
bert V. Whitehall, director of health in- 
surance Life Insurance Association of 
America, vice chairman, Health Insur- 
ance Council; Raymond F. Killion, sec- 
ond vice president, Metropolitan Life, 
chairman, hospital relations committee, 
Health Insurance Council; Dr. J. Grant 
Irving, medical director, Aetna Life, 
chairman, medical relations committee, 
Health Insurance Council; and William 
I. McBurney, executive general manager, 
The Prudential, chairman, uniform forms 
committee, Health Insurance Council. 


Thomas J. Gillooly Joins 
Prudential Legal Dept. 


Thomas J. Gillooly, onetime ‘West Vir- 
ginia Insurance Commissioner, will join 
the Prudential as an assistant general 
counsel Nov. 2. For the past three years, 
he has been associate counsel of Ameri- 


can Life Convention at Chicago. 
Mr. Gillooly was born in Clarksburg. 


W. Va., in 1918, received his A. B. and 
LL. B at West Virginia University. He 
was engaged in private practice until 


1949, when he was appointed assistant 
attorney general of his home state. Four 


years, later, he was appointed State In 


surance Commissioner, holding this posi- 
tion until joining ALC. 

Mr. Gillooly served in the Army during 
World War IT with the rank of captain, 
and later became a major in the West 
Virginia National Guard. He is a mem- 
ber of the West Virginia, the Illinois, and 
American Bar Associations, and of the 
Association of Life Insurance Counsel. 





FEDERAL LIFE MANAGER 


Federal Life, Chicago, announced the 
appointment of Leo Baker Jr. as man- 
ager of its Detroit office. Mr. Baker 
was formerly assistant district manager 
for John Hancock. He spent seven vears 
in the insurance industry. 


New York CLU Meeting 
At Waldorf, October 26 


The 1959 Diploma Presentation Lunch- 
eon of the New York CLU Chapter will 
be held October 26 at the Waldorf- 
Astoria Hotel. Principal speaker will be 
Dr. Harry N. Rivlin, dean of teacher 
education for the City of New York. 

President of the New York Chapter is 
B. William Steinberg, Massachusetts 
Mutual. 


OLD EQUITY IN IOWA 
Equity Life, Evanston, IIL, 
licensed to conduct 
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We pay Lifetime Renewals... 


How to protect a champagne future 
on a beer income 


Know a man who thinks he can not yet afford the amount or 
kind of insurance he needs—and wants? Cheer him up! 
We've a tried and tested answer to his problem. 


Occidental’s 5 year Convertible and Renewable Term... 


f Convertible to anniversary nearest age 65, to any one of a 
wide variety of “permanent” plans—when he can afford it. 


Renewable up to age 64 if he prefers. 


Either — without further evidence of insurability. 
It’s his choice, when he wants to make it. 


And in the meantime if he qualifies—total disability 
benefits after only a 4-month waiting period—to increase 
his peace of mind. 
He can also add Income Protection, Family Plan, 

Mortgage Protection, Additional Term, and Family Income 
by rider—and later carry them over in the 

policy to which he converts. 
All in all—a sound and practical plan for men whose 
incomes don’t yet match their ambitions. 


O C C I D E N TAL LI F E Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/W. B. Stannard, Vice President 


they last as long as you do! 
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Fort Wayne, Ind.—The tremendous 
nation-wide interest and concern as to 
how best to conform with the 1959 Act 
relative to Federal income taxation of 
life insurance companies with its in- 
numerable complexities and interpreta- 
tions was again demonstrated last week 
when Lincoln National Life held an ex- 
planatory seminar on the subject in the 
Van Norman Hotel here. A number of 
life companies with which Lincoln Na- 
tional has reinsurance relations had sug- 
gested to the company that it hold such 
a seminar. In deciding it was to the 
interest of the entire life insurance busi- 
ness that it do so the company through 
one of its officers made this statement 





HENRY F. ROOD 


in the seminar: “We don’t claim to know 
all the answers, but we think we have 
heard practically all of the questions.” 


Hundreds Attend 


The turnout was large. The 470 at- 
tending represented stock and mutual 
companies, independent actuarial con- 
cerns, lawyers and accountants. <A 
number of those present came from life 
companies but recently organized, or 
such casualty companies as United 
States Fidelity and Guaranty of Balti- 
more which is embarking in the life in- 
surance field. Many companies sent 
‘their controllers and investment officers. 
A number told a reporter for The East- 
ern Underwriter that problems asso- 
ciated with the new act were of such 
variety in connection with income, re- 
serves and other variants that they 
needed as much help as they could get in 
compiling the income tax data, espe- 
cially in regard to reserves and invest- 
ments. 

General opinion was that when they 
returned to their head office they would 
face the problems with a much clearer 
understanding of the Federal income tax 
situation and the new Act, so they would 
be in position to answer a barrage of 
interrogation from their boards and be 
able to give sound advice in their own 
organizations, Many of the companies 
have their home office in small towns 
and most of the states were represented. 
An interesting phase was the presence 
of a large number of presidents of com- 
panies. Names of those presidents are 
found in another column. Several of 
the Negro life insurance companies were 
at the seminar. 


Officers Among Top Tax Experts 


Top officers of Lincoln National have 
long occupied important roles in the 





“Hundreds at Lincoln’s Tax Seminar 


More Than 50 Presidents of Life Companies Attend, Also 
Actuaries, Controllers, Lawyers; Henry F. Rood and 
Other Company Officers on Program 


Fabian Bachrach 
WALTER O. MENGE 


taxation field. Walter O. Menge, 
president of the company, is a member 
of a Joint Committee of American Life 
Convention, Life Insurance Association 
of America and Life Insurers Conference 
on Federal income taxation of life in- 
surance companies. The late President 
A. J. McAndless was for many years 
chairman of the Joint industry commit- 
tee on this subject and was active both 
at the time that the 1942 law was passed 
and in the negotiations preliminary to 
the passage of what later became known 
as the Mills-Curtis law. 

Henry F. Rood, senior vice president 
of Lincoln National, has served as an 
industry consultant to the Treasury De- 
partment and was recently made chair- 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








Two Supervisors Wanted 


Aggressive Canadian _ insur- 
ance company, expanding rapidly 
in New Jersey, needs a Group 
Supervisor and a Brokerage Su- 
pervisor. 

Compensation interesting. 
Opportunities unlimited. 

Reply to Box 2738, The Eastern 
Underwriter, 93 Nassau Street, 
New York 38, N. Y. Give resume 





of your experience. 








man of the Joint Advisory Committee 
on Interpretation of Company Federal 
Income Tax Law. It is the function of 
this committee to assist and advise in- 
dustry groups (1) in the consideration 
of questions dealing with the interpreta- 
tion of the new Federal Income Tax 
Law, (2) in coordinating questions 
raised by member companies and in con- 
sulting with the treasury in the solution 
thereof. Everett Crilly, manager of 
Lincoln’s tax department, is a member of 
a subcommittee of Mr. Rood’s commit- 
tee dealing with accounting, expenses, 
reinsurance, tax free interest and deduc- 
tions, 
Rood Begins Seminar Talks 


John Phelps, vice president in charge 
of the company’s insurance operations, 
began the seminar by introducing Presi- 
dent Menge, who welcomed the guests 
in a short, felicitous talk. Mr. Rood 
then took over, beginning his talk by 
saying his remarks would be greatly 
oversimplified, but they would give a 
very rough description of the new law 
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company 
offers the important litlle extras 
that build extra big sales success 


NORTH AMERICAN LIFE 
Sasurance Company OF CHICAGO 


Charles G. Ashbrook, President. 
Ronald D, Rogers, CLU, Agency Vice President 





Chicago 3, Illinois 




















THE LEE NASHEM AGENCY 
“The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, N. J.) 


TO BROKERS 

We pay 55% -+ nine 5's vested on 
Ordinary Life! 

Extremely high immediate cash 
values on about 20 different types 
of contracts. 

One year incontestable—not two. 

COME IN AND SEE US! 








LEE “NASHEM AGENCY 


110 East 42nd Street 
New. York 17, N. Y. 





for life insurance companies. Continuing, § 
he said in part: E 
“There is an immediate tax on invest- 
ment income, certain capital gains, and | 
on one-half of underwriting income. The 
tax on the other half of the underwrit- 


ing income is deferred so long as it is | 


held for protection of policyholders, but 


ultimately the tax must be paid.” 

The calculation of this tax, he said, 
is broken into four distinct steps or 
phases, briefly described as follows: 

“Phase 1: A tax on net investment in- 
come. This phase provides about 90% 
of the tax revenue from the industry. 

“Phase 2: A tax on 50% of the excess 
of gain from operations over taxable 
investment income, which we may 
loosely define as ‘underwriting income,’ 
A stock company’s underwriting income 
is taxed under this phase. Policyholder 
dividends are allowed as a deduction, 
thereby excluding most mutual com- 
panies from Phase 2. Largely because 
of the extreme difficulty in computing a 
life insurance company’s income year by 
year, this phase alone is not intended 
to be a heavy revenue producer for the 
Government, 

“Phase 3: A tax on previously un- 
taxed underwriting income if used to pay 
cash dividends to stockholders. This 
phase is intended over a long term to 
tax all income of a stock company which | 
has not been taxed elsewhere. Ee 

“Phase 4: A tax of 25% on certain 
capital gains to conform in general to 
the provisions applicable to other cor- 
porations.” 

Program Speakers 








Mr. Rood introduced as next speaker 
Vice President F. J. McDiarmid, chief 7 
financial officer of the company, who | 
spoke on “How Should a Company In- 
vest Its New Money?” He said, in 
part: 

“The most important single problem 
that the new basis of taxation presents 
to life insurance investment people is to 
determine the relative value of tax- 
exempt interest income and dividend in- 
come as compared with fully taxable in- 
terest income. 

“Under the former basis of Federal 
income taxation the tax was levied only 
on interest income and the impact was 
about the same on all companies. Under 
the new tax law this impact will differ 
widely between companies. It will de- 
pend chiefly on the amount of their free 
funds compared with reserve funds and 
the relative level of their interest re- 
turn compared with required interest on 
reserves, 

“We have reached the conclusion after 
considerably experimenting that for 
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most practical purposes a single cri- 
terion can be used. This is the ratio of 
required interest to maintain reserves to 
total interest earned. Other factors may 
also be considered but their impact is 
quite secondary from the point of view 
of practical investment decisions. 

“Let us start with the two most ex- 
treme examples. If a company had no 
required interest, it would presumably 
pay a tax of 52% on its taxable interest. 
In such case, 48 cents of tax-exempt in- 
terest would be as valuable as $1 of tax- 
able interest. At the other extreme, if 
the required interest was equal or greater 
than the total interest earned, presumably 
no tax would be levied on it and tax- 
would be 


exempt interest no more 
valuable than taxable interest. There- 
fore, $1 of taxable interest can be 


equated to between 48 cents and $1 of 
taxable interest. 

“Our actuarial people devised a for- 
mula, as others have done, to calculate 
the relative value of tax-exempt interest 
and dividend income. This formula in- 
dicated that in our particular case in 
1958 about 76 cents of tax-exempt in- 
terest or 80 cents of stock dividends 
were about as valuable to us as $1 of 
taxable interest. Being a rather rusty 
mathematician myself, 1 am rather mis- 
trustful of formulas, fearing that their 
creators may put in a minus where it 
should have been a plus or an alpha 
where it should have been a beta. So J 
asked them to do a little practical experi- 
menting. In the calculation of our 1958 
tax return I had them take $1 million out of 
taxable interest and experiment to find 
the amount of tax-exempt interest that 
they would have had to substitute so that 
the reduction in interest income would 
just balance the tax savings. They 
found that this was about $760,000, so I 
concluded that their formula had merit.” 

Mr. McDiarmid was followed by Gen- 
eral Counsel G. C. Reeves whose subject 
was “Problems With Present Invest- 
ments.” 

Other officers with titles of their talks 
follow: 

E. R. Crilly, manager, tax department : 
“Changes in Accounting Methods.” 

S. P. Adams, second vice president and 
actuary: “Effect of New Tax Law on 
Premium Rates.” 

W. E. Lewis, associate actuary: 
tuarial and Reserve Problems.” 

Gathings Stewart, second vice presi- 
dent: “How Tax Affects Reinsurance.” 

H. F. Rood: “Need for Tax Planning.” 

Following the pzepared talks, ther: 
was a question and answer period. the 
questions being answered by Mr. Rood. 
— of the questions and answers fol- 
ow: 


Ces 


How should the liability for agents’ con- 
vention expense be handled? 


We felt that a liability for agents’ 
conventions would probably be disal- 
lowed so we did not include in our ac- 
crued expenses the liability at either the 
beginning or end of 1958. 

We may have been s! lightly influenced 
by the fact that our biennial convention 
was held in 1958 and that the liability at 
the end of that year was less than at 
the end of 1957. 


Should we change our method of pay- 
ing claims from a draft system to u check 
system? 


On A. & S. claims we permit clients 
with self administered plans and our 
regional nu offices to draw drafts in 
payment of claims. This permits prompt 
claim settlement and usually gives the 
Home Office an opportunity to examine 
the claim before the draft is presented 
for payment. We considered the poss:- 
bility of substituting checks but decided 
that the present system is more con- 
venient and that we could establish 
appropriate reporting system to sub- 
Stantiate liabilities which we might carry 
Or such claim payments. We realize 
that the use of checks would reduce the 
asset “bank balances” and tend to pro- 
duce a lower tax and this may receive 
further study. 


Should we establish a tight control sys- 
tem for the placing of orders so that we 

will have a complete inventory of all out- 
standing bills at the year end? 

A survey indicated that all major or- 
ders are placed through two or three 
central purchasing centers. The occa- 
sional order for a book, tax service, etc., 
was minor and it was not worth making 
a change. 


Is the portion of home office expenses, 
taxes, and depreciation allocable to invest- 
ment departments deductible under Sec. 
804 (c) (1)? 

The answer to this question appears 
in the Congressional Record of May 19, 


Life Presidents Who Attended 


Lincoln National Tax Seminar 


Names of presidents of life insurance 


companies who attended Lincoln National 


their com- 


Na- 


Life seminar and names of 

panies: 
Julian D. 

tional, Boston. 
Ray ‘Belknap, United States Life. 
(Fred E. Skinner, Acme Life, Illinois. 
B. F. Biggers, All State Life, Texas. 


Anthony, Columbian 


Harry V. Wade, Standard Life, Indi- 
ana. 

Ernest C. Steele, Appalachian National, 
Texas. 

Morgan O. Doolittle, Empire State Mu- 
tual. 

M. M. Rupp, Brotherhood Mutual. 

Wallace C. Berg, General Life, Wis- 
consin. 
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W.. G. Alpaugh, Jr., Inter-Ocean, Cin- E. Kirk McKinney, Ir., Jefferson Na- T. C. McCullough, Union National, La. Mf : 
cinnati. tional, Indiana. eee i a U = hogar Teies. a rn rdamenag 4g 
; 4 . 4, et G. D. Kincaid, Kentucky Mutual. ewis wigg, Union Protective, . |. Venda enc oX. = 
W. J. Laidlaw, Century Life, Texas. Winston H. MacCurdy, Liberty Life & Tenn. x J Sen s Ys i 
William H. Abell, Commonwealth Life, Accident, Michigan. eee Wis Scane Bowler, Western Reserve, William Oechslin, formerly supervisor { 
Kentucky. P. K. Lutken, Lamar Life, Mississippi. Ohio. ‘ “A in the M. J. Denda Agency of Union ‘ 
i: Hie: Cacitcl Comparative Like, weet W. Daugette, Jr., Life Ins. Co. Gordon D. Adams, Wisconsin Life. = Life be — New York, has yf 
Colorado. "Rich: ait) eee ee een promoted to brokerage manager, § 
ichard F. Keathley, Lincoln Ameri- i ( 
: sf ; Z 7) succeeding Joseph Lotruglio, resigned. : 
John Burkhart, College Life, Indiana. can, Memphis. ; ; e Mr. 7 “Ke whee 7 the ‘eat, : fur 
William F. Poorman, Central Life. Neb. M. Bentsen, Jr., Lincoln Liberty, ax éeminar since 1956 and has about nine years’ |) is 
Towa. “a - gs ¢ background in life insurance. He started E hi 
: ft : & : : ; 4 d in x “é é ; phi 
James H. Browne, Crusader Life, Aes d oo Metilee Mt ee oe es Sree FIee 2 with MONY in New York as an agent. 7 ins 
Kansas. Son, N Y. ka css 1 Mis tne ; 1959 7347. j hic ar He is a member of the executive com- be 
Alle ’ Swaim, Cornbelt Life, Illinois. a Tn 43 . Nie 999, page /94/, in which a question by mittee of the Life Supervisors Associa- ‘ 
sf okt atg a : al ; 2 te. a ner ig pay erie yet ae ed a Senator Curtis on this point was an- tion of New York and chairman of the © Ro 
; Jo in iikins, Citizens National, indi- 2 Fo "a N_D 4 ion d e ’ swered by Senator Byrd, who concluded review committee for Life Underw riters i Wi 
45 3 : . — Pi wit ident Ait fin = follows: “It is, therefore, the intent of | Association of New York school for new 7 he 
John H. Carton, Federal Life and Cas- Sidiece Blots cee ramped > Sec. 804 (c)(1) to grant a life insurance agents. i , 
ualty, Michigan. Waker H r sabia Ir Saker City. company a deduction under Phase 1 for For the first nine months of 1959 the | ; 
Eugene L. Zeller, Fed-Mart Life, “ ee tito es Fa itis “* the real estate taxes, depreciation, and = M. J. Denda Agency led all agencies of f ins 
Texas. e se a 0: Catiane: Seta Saal TH. other expenses attributable to office Union Mutual Life in paid-for life and tha 
Stephen S. Norwick, Family Protec- Cedi  Cuemen Siaaderd of seaceow ned by the company and utilized = non-can A. & H. business. It has main- | pre 
rae “ Denese. a Mei in connection with its investment func- tained this top position consistently for | the 
Rex Edmunds, Fidelity Life & Income, O. W. Williams, Southern Security, wy reg — pe Bag ssned — ee SS See hot 
Rex | ; : 424 as general investment expenses and as 
Michigan. South Carolina. ick Seatlid tic Snhieet to the Baseations Ae ’ 
Harry E. Wells, Hamilton National, In- R. M. Saxon, Southern National, of See. 804 (c)(1) ect 80 the Eetations A 
da. Arkansas. ~ ; Seats Biot ‘ BANKERS OF IOWA SCHOOL } ap 
George E. Ricliardson, HBA. Life, ts Barry King, Southern Christian, Ck 5 See ae ee eee aay eee Nea es .) tou 
Aone: H. F, Adickes, Standard Life & Cas SUN LIFE GENERAL AGENT a pcmir anit Sueur genoet mms some IN ten 
a ee, ee YT ee oe . ‘Adickes, otan =11€ S- a senior sales training school at the home | has 
_ Albert N. Legler, Home Lite ualty, S. C. M. A. McGinnis, Jr., has been ap- office September 28 through October 2. ; “4 
ica, J a. ‘: F. L. Corsiglia, Shield L. & A., Mo. pointed general agent for Sun Life of | The school was the second in a series of fF as 
William P. Tate, Independence L. & Neil E. Woody, Sunset Life, Olympia, America for the Norfolk, Va., area. three offered the company’s salesmen. | I 
A., Kentucky. Wash. con 
; qua 
y tral 
$280 Million in Force in 6 Years of Active Operation. Sis 
a mo: 
GENERAL AGENTS WANTED... || 
home Over 200% Commissions During First 20 Years h con 
memo roy 
. cutives Plus Lifetime Renewals ws 
office exe R / min 
Announcing — Fife 
e Ba owl! 
Our Three Newest Money Making Plans: eS 
1. FAMILY GROUP ECONOMY PLAN hun 
Maximum Protection—Lowest Cost. tore 
Father Age 30-$5,000; Mother Age 30-$1,000. 7 
« ‘ € ° All Children and New Arrivals—$1,000. All this for one Bon 
' age 
What Discerning Life Companies see dean ae anes Yuan 26 bak meeH. - 
; 2. INCREASING PROTECTION PREFERRED dec 
Look For In A Reinsurer Recher ie ie 
An Exclusive Contract—Originated by Us. Ne 
There is no single reason why our clients have chosen You'll Hardly Believe It But Here Are oi 
North American Re. Many of them appreciate that we are Two Examples of How the Plan Works whe 
° fe EE, Reg ea ae = sively. N eae on : 
in the business of reinsurance exclusit ely . fan) cite ; hanes ’gesd6 oe Oakes isin. bend a 
advantages to them of our head office location in New York . Bae 
City, even as others rely heavily on the services of our Initial Initial { T 
Annual Annual ' ‘ 
strategically situated regional offices. All like the custom- Premium Premium end Premium Premium end 3 oo 
6,764 20 yrs. $1,7 7,558 20 js Ng : 
crafted approach our expert staff Silas to their sales, : nominate set tte | abo 
os ei i . i id- id- a pers 
underwriting, administration and other problems, and the Policy | Death | Paid Cash Paid Cash : 3 
5 Year Benefit up or Death up or f 
fact that our top consultants are called upon when our End Insurance| Loan Benefit Insurance| Loan Pe oe 
clients’ problems warrant it. Then there’s the variety of 1 105,000 | 13,900 5,000 105,000 ln — J ] 
contracts and pooling arrangements available which give bd 159,600 | 78,600 | 31,134 148,200 | = 67,000 |_— 33,121 a Cc 
ceding companies real flexibility in their underwriting. 0 _j 228,300 | 156,000 | 69.387 ne eee 1 Fate lack 
15 279,300 | 224,300 | 111,006 244,200 191,900 | 116,002 { 250; 
A IC 
Whatever their reasons for reinsuring with North American 20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 = 
Re, our hundreds of life cc clients, large and small, E a. 
our dred f life company clien ‘ ge and : ALL GUARANTEES | sect 
have made this the largest exclusive reinsurer of life, (a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- ie & 
ce es ee ene : : "i i teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of a 
accident and sickness, and group insuranc e. W hatever $5,000 or More: (d) Guaranteed Paid-up Values 3% C.S.O. Table: (6) Guar- con: 
reasons for your company reinsuring with North American anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower and 
R Pir FEE aie) — ic tiidir eels Aen Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 0% 
€, we invite you to consult the office indicate elow in 20 years with the Increasing Amount of Insurance on a Permanent Basis. tees 
that is most convenient to you. 3. WIFE 20-YEAR TERM RIDER , 6 CY 
Issued up to $250,000—50% of Husband's Insurance. If Ei ‘ 
husband dies wife's premium is waived. If husband is dis- “sie 
ame, NORTH AMERICAN abled wife's premium is waived. ALL THESE BENEFITS— : leve 
oS Also complete line of very competitive policies! be the 
161 East 42nd Street, New York 17, New York iinttue Padtmebiies & 67% 
Regional Offices in Illinois — New Jersey — Pennsylvania — Maryland — District of te dow 
mn macs ee tae een 4, Columbia — Ohio — Missouri and 28 Other States ¥ oe 
ain reet, allas 1, 'exas E . 
400 Montgomery St., San Francisco 4, Calif. Write or wire: LEO SEXTON, Senior Vice President 4 rac 
Reinsurance Exclusively AMERICAN BANKERS LIFE OF FLORIDA p= the 
LIFE e ACCIDENT & SICKNESS ¢ GROUP 600 Brickell Ave., Miami 32, Fla. a 
JAMES G. RANNI, PRESIDENT o 
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Murphy on the Agency Vice President 


Chicago—“The single most important 
function of your agency vice president 
is to strongly adhere to the underlying 
philosophies which have earned for the 
institution of life insurance its position 
of public acceptance and trust,” said 
Robert E. Murphy, president of Cal- 
Western States Life of Sacramento, as 
he addressed the Agency Section. 

Quoting the president of another Life 
insurance company, Mr. Murphy said 
that the agency vice president must “be 
prepared to lose business and men when 
the price of keeping them compromises 
honesty, sincerity, and good ethics.” 

Mr. Murphy analyzed the job of 
agency vice president as one of the 
toughest in the business, full of “hard 
decisions,” endless hours on the road, and 
based on the ability to deal with the 
“human” values of the business. 

The requirements usually set out by 
company presidents—a good volume of 
quality business, manpower development, 
training, agency expansion, and sales pro- 
motion, are only the results of a much 
more basic set of requirements, said Mr. 
Murphy. He then went on to list what he 
considered the necessary requirements. 
The first requirement, “integrity, high- 
minded allegiance to the principles of 
life insurance and the philosophy of his 
own company, was followed by the ability 
to motivate the field forces. This is the 
human factor in handling the agency 
forces of a company. 

Third, presidents should expect an 
agency vice president to have ability to 
make the hard decisions, the tough dirty 
decisions which keep a man awake at 
night, but which keep our agency offices 
open and growing by day. 

The agency vice president should also 
be a master of communications, the man 
who receives and interpreis information 
on selling trends, sales opportunities, and 
competitive problems, then recommends 
a course of action for his company. 

The agency vice president should be 


an administrator, rather than a detail 
man. This means that he must gather 
about him qualified home office and field 
personnel and who can delegate authority 





Deficient Communication 

Chicago—The major reason for the 
lack of communication in the business 
world is that we are listening with only 
25% efficiency, Dr. Ralph G. Nichols, 
head of the Department of Rhetoric of 
University of Minnesota, told the agency 
section. 

Dr. Nichols said that “Seven out of 
every 10 minutes that you and I are 


* conscious, alive and awake, we are com- 


municating verbally in one of its forms; 
and that communications is devoted to 
9% writing, 16% to reading, 30% to 
speaking and 45% to listening.” 

Yet, in spite of the amount of listening 
we do, we do it very poorly. This means 
that downward communication in the 
business world is subject to loss at every 
level in the structure. For instance, the 
vice presidents’ level, immediately below 
the board of directors, understands about 
67% of what is sent to them verbally 
downward through normal channels. At 
the general supervisory level, 56% gets 
home, Down to the plant manager, 40% 
arrives, At the foreman level, 30%. On 
the average, in 100 representative Ameri- 
can industries and businesses, only 20% 
finally gets to the worker level. 


to these men to get the job done. He 
must be able to keep himself free from 
the dust of detail. 


_As his last requirement for an agency 
vice president, Mr. Murphy said that the 
man must have the breadth and wisdom 
to accept the personal guidance, the dis- 
cipline, the leadership of his president. 


And that envisions a mutually compatible 
relationship between the president and 
the agency vice president. 

Mr. Murphy pointed out that the 
agency vice president has a right to ex- 
pect 100% support from his president and 
his company, but this right carries with 
it the responsibility of representing his 
company’s philosophy in all his dealing 
with the field forces. 

In addition, Mr. Murphy said that the 
president should require the agency vice 
president to “have over-all standards ot 


performance laid out for himself. These 
performance standards or plans should 
be formalized to a point that allows 
measurement and discussion.” He said 
that we should expect him to have a 
“realistic sales course charted for the 
company for the next twelve months . . 
for the next five years .. . and a long- 


range plan for the next decade or more.” 

Mr. Murphy closed by saying of the 
agency vice president, “Every day we ask 
the impossible of him—and he generally 
makes delivery by closing time.” f 





WHO’S WHOSE BOSS? William S. Hendley, Jr., (center), newly elected NALU president and 
MONY-man, congratulated by Roger Hull (left), longtime NALU member and newly elected 
MONY president. Newly elected MONY executive vice president J. McCall Hughes looks on. 


In any field, the most cherished tribute is recognition by one’s fellows. 
Such tribute has been given to Bill Hendley in rare and rich measure, 
through his election to the presidency of NALU. 


We at MONY take special pride in this because Bill has been one of us for 
many years, as was his father before him. 


We know that Bill will bring to his NALU responsibilities the dedication 
and wisdom that have distinguished his progress in our profession. 


Morwa (oT Ne. York 


The Mutual Life Insurance Company Of New York, New York, N. Y. 


Sales and service offices located throughout the United States and in Canada 


For Life, Accident & Sickness, Group Insurance, Pension Plans, MONY TODAY MEANS MONEY TOMORROW! 
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Kreder Tells Personnel Training Plan 


Chicago—A projection of the future 
manpower curve, conducted by actuaries 
and statisticians at Metropolitan Life, 
revealed that 10 years from now a sub- 
stantial percentage of upper management 
personnel in the home office would be 
retiring, Karl H. Kreder, second vice 
president in charge of personnel at 
Metropolitan, told ALC. 

“This manpower inventory highlighted 
the fact that the promotions necessary to 
fill this gap impose upon us the vital 
necessity of training the successors for 
their future increased responsibilities,” 
he said. 

Mr. Kreder said this was the backdrop 
against which the company’s home office 
training program was viewed, including 
an advanced management training con- 
ference, It also includes a training pro- 
gram for newer clerks, a one-week pro- 
gram for team supervisors—the first level 
of supervision. In 1960 the company 
will inaugurate a two-week program for 
section supervisors; that is, the second 
line of supervision. This is in addition 
to a new approach and a new 2%-year 
training program for new and recent col- 
lege graduates, and a new and unique 
program of recruitment and training of 
outstanding high school graduates who 
get their undergraduate degrees at night 
college. 

“The advanced management confer- 
ence,” Mr. Kreder explained, is a three- 
week program of seminars and discus- 
sions conducted by a series of faculty 
leaders drawn from the faculties of some 
leading colleges and universities, from 
industry, and from the ranks of company 
officers. It offers a type of educational 





Crichton Tells of SEC’s 
Variable Annuity Rulings 


Chicago—The Securities and Exchange 
Commission is not at this time undertak- 
ing to make rules for the issuance of 
variable annuities, but is giving. con- 
sideration on an ad hoc. basis to the 
applications being made by two com- 
panies, and each of the applications are 
being considered separately, Robert A. 
Crichton, former president of Variable 
Annuity Life Insurance Co., told the 
Legal Section. 

Mr. Crichton said the use of a pros- 
pectus in the sale of a security is unique 
to the securities business, but its use in 
the sale of variable annuities should pre- 
sent no unusual problems for a life in- 
surance company. A company issuing 
variable annuities will be under a con- 
tinuing obligation to keep its prospec- 
tus current with the facts and to further 
disclose material information which may 
be the results of developments occur- 
ring subsequent to the effective dates of 
the registration statment. 

“It is hoped that coordination between 
state insurance authorities and the SEC 
might be possible in order to reduce any 
unnecessary burden on such life insur- 
ance companies as would be subject to 
examination by both agencies,” Mr. 
Crichton said. 

Since the Investment Company Act of 
1940 gives the SEC authority to exempt 
any investment company from any provi- 
sion of the act if appropriate to public 
interest*and consistent with the protec- 
tion of investors and the purposes fairly 
intended by the act, the Variable An- 
nuity Life Insurance Co. of Washington 
has applied for certain exemptions from 
the act. 

“Any exemptions which might be 
granted to ‘Valic’ upon its individual ap- 
plication will not be in the nature of a 
rule or regulation of the commission,” 
Mr. Crichton said. “Each company that 
proposes to issue variable annuity con- 
tracts will have to effect an individual 
registration and will have to make ap- 
plication for those exemptions from the 
1940 act that it deems necessary and in 

the public interest.” 


experience not encountered in most busi- 
ness organizations, nor in regular uni- 
versity courses. 

“Since the usual classroom techniques 
are not employed in this program, it is 
largely an experience in self-improve- 
ment. Each participant must possess the 
strong motivation necessary to gain the 
utmost from this experience. In today’s 
dynamic economy, the need for well- 
rounded executives as a prerequisite for 
continuing success is even more pressing 
than it has been in the past. Metropoli- 
tan’s advanced management conference 
is designed to help our management 
meet that challenge. Each man should 
return from the conference mentally re- 
freshed and stimulated. It should help 
him function more effectively in his 
present position as well as prepare him 
for future responsibility.” 

In a typical day, the students might 
devote time to studying management 
principles and review a case problem of 
an actual] company with some very seri- 
ous organizational problems. There is a 








A & H SALES DIRECTOR 
A & H UNDERWRITER 


A large eastern life company expanding into non-can disability has two 
excellent opportunities now open: One for a sales director with experience 
and demonstrated ability to be responsible for sales production, with salary 
upwards of $15,000 depending on background; the other for a young under- 
writer seasoned in non-can operations to develop and supervise this work, 
with salary upwards of $9,000 depending on background. 

Excellent employee benefits program. Relocation expenses paid. Submit 
complete confidential resume of background and salary requirements to 


Box 2741, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 








lecture on fundamentals of organization. 
Then the subject discussion is tied in 
with Metropolitan’s own operations. The 
conference also gives the students an 
opportunity to meet with top company 
officers. 

The single greatest benefit is that men 
in parallel jobs get to know one another 
better—to room and eat together, and to 
work together toward common objec- 
tives, Mr. Kreder said. 


Although it is too early to look for 
many of the long range indications of 
whether this integrated approach to ad- 
vanced management training is really 
effective, there is a good feeling that the 
objectives are being achieved, he said. 
The men who participated in the confer- 
ence were enthusiastic, and the reactions 
of officers and others at the home office 
who have not yet attended were equally 
enthusiastic. 
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Broad, Liberal, and Sound 


The Lincoln National field man offers impaired-risk protection as broad, 
liberal nd sound as modern underwriting and actuarial science can make 
it. Backed by a company with 47 years of continuous experience in the 
sihibiiaadiad field, he brings the comfort and protection of Life and Acci- 


dent and Sickness insurance to impaired risks. 


Lincoln National's broad impaired-risk coverage 
is another reason for our proud claim that LNL is 


geared to help its field men. 
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LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 4 
Its Name Indicates Its Character 
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Occidental Group Promotions 


Three promotions in Occidental Life of 


by California’s Group sales and service field 
| fcrce have been announced by Vice- 
© President H. D. Eagle. 


Clayton T. Mills of Los Angeles has 


‘ been promoted to regional Group man- 
| ager and placed in charge of one of the 
> company’s Group offices. Mr. Mills suc- 
’ ceeds Frank V. Stoltze who has joined 
- the company’s agency division. 


Mr. Mills, associate regional Group 
manager since 1957, joined Occidental in 


i San Francisco in 1952. He moved to Los 


Angeles in 1953 and was promoted to 
assistant regional manager two years 
later. He is a graduate of the University 
of California at Berkeley and a Marine 
Corps veteran. 

William N. Pittman of the Atlanta 
Group office has been promoted to as- 


4 sistant regional Group manager. Mr. 
- Pittman joined Occidental and the Atlan- 


ta office in September, 1957, and was 
named Group sales representative last 
October. 

Royal F. Dedrick of the Newark Group 
office has been promoted to Group sales 
representative. 


Leonard G. Bonnett and Robert B. 
Claxton have joined the company in Los 
Angeles. Mr. Bonnett was appointed 
Group service representative and Mr. 
Claxton was named Group sales trainee. 

Larry D. Kraus, assistant regional 
Group manager, has joined one of the 
Group offices in Los Angeles following 
temporary assignment in the home office. 

Two appointments in Occidental’s 
Group sales and service division in home 
office were announced by Vice-President 
Eagle, also. 

Arthur Kaye, former assistant regional 
Group manager in Phoenix, has joined 
the home office staff as assistant director 
of Group sales. Mr. Kaye was a home 
office Group underwriter before joining 
es sales and service field force in 
1957. 

Laurence L. Hauser has been appointed 
assistant to the director of Group train- 
ing. He succeeds Charles E. Decker who 
has been appointed Group sales trainee 
and assigned to a field office in Los 
Angeles. 





JOINS OCCIDENTAL LIFE 
Ronald N. Smith has been appointed 
assistant brokerage manager in Occi- 
dental Life of California’s Seattle branch 
office. Mr. Smith joins Occidental after 
representing Connecticut Mutual in 
Seattle since August, 1958. 





Prudential Names Lurie 
Irvington, N. J., Manager 

Victor Lurie has been appointed man- 
ager of The Prudential’s Irvington, 
N. J., district agency, filling the va- 
cancy caused by the continuing illness of 
Karl S. Pennell. Previously Mr. Lurie 
manager Prudential district agencies in 
New York City and Elizabeth, N. J. 
He joined the company as an agent in 
1932. 

He is a past president of the Bronx 
Life Underwriters Association. 


State Mutual Names Waters 

George L. Waters has been appointed 
manager of the State Mutual Life’s 
Group office in Kansas City. A World 
War II Navy veteran, Mr. Waters grad- 
uated from the University of Wyoming 
in 1949, He entered the insurance busi- 
ness in 1952, working first for The Trav- 


elers, then for the Associated Indemnity 
Corp. in Seattle. In 1956 he was ap- 
pointed a district Group manager in San 
Francisco for Continental Casualty. 
Since last year he had been associated 
with a brokerage firm in San Bernar- 
dino, Calif, 





Never Argue 
with a Lady! 


CROWN LIFE of Canada 

ends the equality of the sexes 

and puts Chivalry in Underwriting ! 
Now...women can buy 
Life for less... 











Crown Select Ordinary Life ($10,000 Minimum) Annual Deposit per $1,000 

















Age 25 Age 35 Age 45 Age 55 
Male | $16.02 | $2169 | $3151 | $48.41 
Female | 15.32 | 20.39 29.26 | 44.51 


P/S plus $7.50 annually per policy for handling and servicing regardless of size. 











Look at these modern underwriting rules 


Single women Non-medical to age 40 
—$15,000 
Married women Non-medical to age 40 
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the Bellefonte, Pa. 


! Big Spring serving 
community. 


More than Enough 


This bountiful spring has a flow of more than 11,500,000 gallons of 
pure water a day, more than enough to serve the Bellefonte 
community of almost 12,000 people. 


Also serving this community and scores of others, the Baltimore 
Life provides varied programs of financial security for many thou- 
sands of families and businessmen. 


Our Bellefonte office is at 115 W. Bishop Street. 


The Baltimore Life 
Insurance Company 


A Progressive Mutual Organization 





HOME OFFICE: BALTIMORE, MD, 
C. L. U. Training equips you to serve better! 





CROWN 


New Jersey: 


Connecticut: 
Rhode Island: 
Mass.: 


—$5,000 
Standard rates up to seven months 
pregnancy 





TO BROKERAGE DEVELOPMENT DEPT. 
CROWN LIFE INSURANCE COMPANY 
120 Bloor St. East, Toronto, Canada 


| 
When it’s new | 
in town 
...it comes 
from ! 
| 

| 

| 

| 


Please send me the Brokerage Life Kit, including your 
full P/S Rate Book. 


NOMIDS 3s cis iticasdcctcnnddiankadhcecesvdsdeonedinds beans 
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Newark—New Jersey Life Associates Inc.—Suite 930/37, Raymond 
Commerce Bidg., 1180 Raymond Bivd.—Mltchell 2-2083 


Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 
Hartford—Ellie M. Goldstein, Inc.—962 Asylum Ave.—JAckson 7-9203 
Boston—John W. Powers—79 Milk Street—HUbbard 2-4616 
Philadelphia—Russell A. Atwater—Room 921, 3 Penn Center Plaza 
Pittsburgh — Paul G. Kekich—1714 Investment Bidg., 239 Fourth 


Washington—R. Goldstein—Suite 507, Colorado Building—NAtional 


Pennsylvania: 
Penn.: 
Avenue—GRant 1-9010 
Penn.: Pittsburgh—Thomas E. Malley—2608 Saybrook Drive—CH 1-4313 
Penn.: State College—Albert F. Williams—Metzger Bidg. 
Penn.: Erie—G. A. Vickey—3927 Wood Street 
District of 
Columbia: 8-3244 
District of Washington—Walter Ogus—1420 K Street, N. W.—RE 7-2484 
Columbia: 











Page 14 





af +—_ Li.e—- 
Ay SEE 





October 16, 1954 3 








American Life 


Convention 





Thornbury on Dual Agent’s Licenses 


Chicago—The problems encountered by 
a life insurance company whose agents 
also sell shares in a mutual fund, were 
reported by P. L. Thornbury, vice presi- 
dent and general counsel of Nationwide 
Insurance Co. 

Nationwide in 1957 began its real effort 
to introduce selling shares in Mutual In- 
come Foundation through its agents, Mr. 
Thornbury said. In June of this year the 
Superintendent of Insurance in Ohio held 
a hearing to consider a rule that would 
prevent life insurance agents from also 
selling securities. In August the Super- 
intendent stated that his department 
lacked authority to enforce the proposed 
rule. 

Back in 1957, Mr. Thornbury said, the 
then Superintendent of Insurance con- 
cluded that Ohio law was not violated by 
life insurance agents selling securities, 
provided that the sale of securities were 
not made as “inducements to insurance.” 
The same conclusion, he said, was drawn 
by the California Department of Insur- 
ance in 1956 on the question of licensing 
mutual fund salesmen to sell se!f-com- 
pletion life insurance in connection with 
a periodic investment contract. 

At present Nationwide is faced with 
dual licensing problems in Florida, Maine 
and New Hampshire, he said. A regula- 
tion of the Florida Securities Commis- 
sion prohibits a mutual fund dealer or 
salesman being licensed as a life insur- 
ance agent except to the limited extent 
the dealer or salesman is required to be 
licensed in order to sell self-compl!etion 
life insurance in connection with a con- 
tractual investment plan. 

The Securities Departments of Maine 
and New Hampshire take the position 
that securities salesmen must engage full 
time in the business of selling securities 
for their dealer. Unlike the proposed 
ruling in Ohio and the regulation in Flor- 
ida, which are aimed at preventing dual 
licensing in the fields of life insurance 
and securities, the rulings in Maine and 
New Hampshire prevent part-time secu- 
rities salesmen. 

“Obviously we take exception to rul- 
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AT S&T 





SAYRE & TOSO, INC.- 
W. B. BRANDT & CO,, INC. 


A MEMBER OF THE INSURANCE EGUITIES CORPORATION GROUP. 


SAN FRANCISCO + LOS ANGELES * SEATTLE * PORTLAND 
DENVER * HOUSTON * KANSAS CITY * CHICAGO +» NEW YORK 


ings of this nature. . . . The securities 
laws of Maine and New Hampshire do 
not preclude part-time securities sales- 
men, nor could they constitutionally do 
so. A regulatory official may not ac- 
complish by regulation an unconstitu- 
tional act any more than a legislative 
body by legislation,’ Mr. Thornbury 
said. 

A development in Rhode Island with 
respect to part-time agents is of interest 
he added. In 1954 the attorney general of 
Rhode Island rendered an opinion to the 
Insurance Commissioner that life insur- 
ance agents must pursue the business of 
life insurance as their main occupation 
to comply with the statutory requirement 
that such agents “be principally engaged 
in the life insurance business. 

“From experience we know that the 
Commissioner made an effort to enforce 
the statute even to the point of consider- 
ing denial of life licenses to casualty and 
fire agents. It is significant that the law 
was amended at the next session of the 
Rhode Island legislature to eliminate the 
above-quoted requirement.” 


to negotiation. 





N.Y. 


Interested in Management? 


Established New York City agency interested in young, suc- 
cessful career agent to assist in recruiting and training of college lf 
graduates under 25 years of age. Organized program leads to full _——|| 
supervision and management opportunity. Salary plus bonus—open 


Write us about yourself in detail. Address Box 2732, 5 
The Eastern Underwriter, 93 Nassau St., New York 38, ’ 
i‘ 
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Guertin Sees Record Company Tax l 


Chicago—Competition both within and 
without the life insurance business has 
been responsible for many new develop- 
ments in the life insurance business, said 
Alfred N. Guertin, actuary, speaking at 
the executive session of ALC. Following 
a review of the growth trends in the life 
insurance business and among other 
types of savings institutions, Mr. Guertin 
concluded that while life insurance in 















JUST LOOK AT THESE 


For example age 35: 





Level Term Rates 


Substantial reductions on our 
level term rates are now in 
effect. Our Red Carpet is 
out to alert brokers 
who can make the 


most of 


SHARP RATES 
and 


FAST SERVICE 








Plan Min. 10,000 Min. 25,000 
YRT 5.11 4.61 
10/ 5.86 5.36 
20/T 7.96 7.46 
T/65 11.35 10.85 
T/70 13.46 12.96 


Call MArket 2-5990 


LIFE AGENCY OF NEW JERSEY INC. 
10 Commerce Court, Newark 2, N. J. 
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general had been maintaining a satisfac 
tory competitive position with respect to! 
them, the intensity of such competition 
was breeding many new types of con. 
tracts in recent years as well as broa¢ 
development in the Group insurance lines )§ 
In connection with these development!) 
he also discussed administrative and reg. 
ulatory problems associated with them 

Among other subjects Mr. Guertis) 
dealt with the impact of taxes upon the! 
life insurance business showing that the 
total amount of taxes incurred in 19%) 
business reached an unprecedented total}! 
of $827 million as against $599 million 
for the year 1957. The large increase wa; 
due primarily to the new Federal income 
tax law which was enacted by Congres }* 
this year, but made applicable to the Be 
business of 1958. Figures were developed 
showing an increase of over 35% in the 
tax load of the companies, both State and 
Federai, when related to the premiums 
paid by the policyholders. The tax loa 
on savings through life insurance is sub-)~ 
stantially heavier than it is on any other 
form of savings. 

Mr. Guertin also pointed out that the ; 


279 member companies of the Americar 
Life Convention have in force 95.5% 0 
all life insurance in force in the Uniteil 
States, and that similarly high perf 
centages apply in all lines of life 7 
ance. In the field of accident and healtliP 


insurance also, he pointed out that ee 





sos 






member companies also wrote a_ ver 

large percentage of all the accident anil” 
health insurance written in the Unite 
States. These percentages develop a ba 
for making the organization an importa 
spokesman for both fields of insurance 77 
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Rietz Sees Need to Reexamine 


Some Present Sales Procedures 


Chicago—Life insurance in force has 
increased about one and one-half times 
during the decade of the 1950’s but with 
this fine record some negative forces 
have come into play which challenge 
each company and the business as a 
whole, H. Lewis Rietz, executive vice 
president of Great Southern Life of 
Houston, said before ALC. He cited 
the increasing proportion of term insur- 
ance being written, the competitive situa- 
tion in the writing of Group coverages, 
mounting lapse rate and some aspects 
of special policies. 

“The recurrence of term insurance 
schemes and periodic reappearance of 
the term insurance advocates is a well 
recorded part of life insurance history,” 
said Mr. Rietz. “Every resurgence w-ns 
a degree of acceptance before those who 
are attracted to the plausible theories 
of term insurance for basic life insurance 
needs reap the harvest of disappointment 
and loss. Yet today we are witnessing 
a resurgence of term insurance in which 
many companies are participating ac- 
tively and aggressively. The proportion 
of new Ordinary insurance on term 
plans has ahout doubled since 1949, 
without consideration of the substan- 
tial volume of reducing term arising 
from sale of permanent insurance on 
minimum deposit or the term insurance 
element in family plan policies. Must 
we not re-examine our recent sales pro- 
cedures and philosophies so as to limit 
term insurance to temporary insurance 
needs where it serves admirably but to 
sell hard and convincingly permanent 
plans for all other purposes? Only then 
will we avoid the disappointments and 
resentments that always follow the mis- 
use of term insurance. 


Special Policies 


“We have provided the tools and con- 
doned if not encouraged practices in 
minimum deposit plan sales that result 
not only in a mortgaging of new insur- 
ance, but in some cases the mortgaging 
or twisting of sound existing insurance 
programs. These abuses for which we 
share responsibility have brought super- 
visory action in at least two states and 
could brine changes in the federal in- 
come tax laws that would be detrimen‘al 
to the legitimate use of policy loans in 
situations for which they were intended 
and have served so well. 


“Special benefit policies and increased 
competitive pressures have produced an 
alarming increase in lapse rates. Insti- 
tute of Life Insurance figures reveal that 
the annual rate of voluntary termina- 
tions of Ordinary policies in force two 
years or more has increased bv over 80% 
during the last five years. There have 
been substantial indications of increased 
twisting activities in the field. Some In- 
surance Departments publicly or pri- 
vately have expressed concern at the 
Increase in replacement of existing in- 
surance through incomplete comparisons. 
Broad reincurring of underwriting, issue 
and commission expenses can only in- 
crease the cost of insurance to the pub- 
lic. We face a challenge to insist on a 
high standard of ethics in this area for 
the protection of the public and the 
good of our business. I am encouraged 
In recent weeks by strong voices in our 
industry speaking out forcefully for 
greater concentration on permanent in- 
surance and against gimmick sales and 
twisting. 


Situation in Group 


“The rapid growth premium wise in 
all forms of Group coverages raises in 
my mind a serious question as to 
whether we are so enthralled with the 
Prestige of Group volume even at inade- 
guate rates that we have lost sight of 
the basic fact that insurance companies 


do not create dollars. Substantial losses 
in some Group lines do not seem to have 
deterred rate raiding by competitors 
when an existing carrier asks for a 
necessary rate increase. A part of our 
loss pattern arose because of lack of 





50 Court St., Brooklyn 1, N. Y. 
HERMAN REINIS 





REINIS & REINIS 


GENERAL AGENTS 


Manhattan Life Insurance Co. 


Phone: MAin 4-7951 
JOSEPH REINIS 








adequate statistical basis for some of 
our most attractive newer coverages, but 
our competitive practices appear to re- 
sult in extending our loss cycle beyond 
necessary limits. Certainly with the ex- 
perience dividend and refund practices 
that properly prevail in the Group insur- 


ance field rate raiding practices reflect 
on the entire business of insurance. 
“Jumbo Group life benefits produce 
agent pressures for restrictive legisla- 
tion and can endanger the socially de- 
sirable tax treatment accorded Group 
(Continued on ‘Page 19) 
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Inaw 
individual and family security are to be valued all the more highly. 

The whole world knows about the American home and family... , 

flourishing under the highest standard of living of all time... anywhere, 


orld where insecurity is rife . . . factors contributing to personal, 









Whatever...whoever e contributes to the efficiency and peace of mind of 


the wage earner and head of the household... 
e helps to keep the mother with her children during their precious formative years 3.. 
e keeps families together, in familiar surroundings, in the face of death’ 


and disability... ¢ provides the blessings of financial independence throughout. 


the golden sunset years... builds a better world of prosperity and peace. 
In the field of insurance, these factors and more, lend dignity and 





security mutu, 


Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


worth to our profession... 
Here at SECURITY MUTUAL we're proud to be a part of the whole picture! 


| life insurance company 
out, Secuuily owt (Vultual, 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 
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‘ Becomes Member John Hancock Quarter Century Club 





Byron K. Elliott, president of John Hancock Mutual Life, second right, is wel- 
comed into firm’s Quarter Century Club by retiring club president, William J. 
McDonough, at annual dinner at the Statler-Hilton in Boston. Looking on are John 
Galvin, 50 years with the company, and Ruth Walkins, a 47-year employe. 


More than 700 from the home office of 
John Hancock Mutual Life were honored 
at a dinner and dance at the Statler 
Hilton Hotel recently. Members of the 
Quarter Century Club of the company, 


they received the congratulations of 
their president, Byron K. Elliott, on 
mere than 20,000 years of combined 


a. ~ ‘ 
service to John Hancock, The 25-year 





MDRT Foundation Board 
Meets; Officers Elected 


The board of directors of the Million 
Dollar Round Table Foundation held its 
organization meeting recently at Phila- 
delphia and elected as president Adon N. 
Smith II, CLU, Northwestern Mutual 
Life, Charlotte, N. C., the 1959 MDRT 
chairman; vice-president W. Franklin 
Scarborough, New England Life, Ridley 
Park, Pa.; secretary and treasurer Wil- 
liam D. Davidson, CLU, Equitable So- 
ciety, Chicago, 1958 MDRT chairman; 
assistant secretary Harriet Preinitz, MD- 
RT executive secretary; assistant treas- 
urer Quaife M. Ward, MDRT executive 
director. 

The board was elected at the Round 
Table’s annual meeting at Bal Harbour, 
Fla., in June. Besides Messrs, Smith, 
Scarborough and Davidson its members 
are Howard D. Goldman, CLU, North- 
western Mitual, Richmond, a past chair- 
man of the Round Table; Philip F. How- 
erton, Connecticut Mutual, Charlotte; 
Arthur F. Prieble, CLU, Penn Mutual, 
Rockford, IIl., a past chairman of the 
Round Table, and R. Edwin Wood, CLU, 
Phoenix Mutual, San Francisco, a trustee 
of NALU. 

At the Foundation’s organization meet- 
ing by-laws were adopted and there was 
general discussion of possible activites 
that. might be undertaken, but formal ac- 
tion was deferred until the board has 
had more time to collect information on 
which to base a decision. Considerable 
information has been obtained on the 
work of other foundations and that infor- 
mation is under study. 





HONOR F. P. LIPPOLD 

Frank P.-Lippold, Omaha, was cited 
recently for his 30 years of service with 
Lincoln Liberty Life. He joined Lincoln 
Liberty Life in September, 1929, ten 
years after the company was founded 
and has‘ served continuously with the 
company since that time. A general agen‘ 
for Lincoln Liberty Life in Omaha, M- 
Lippold’s agency is in the multi-million 
dollar classification for business in force. 


group represents nearly 15% of the com- 
pany’s home office staff. 

Mr. Elliott, himself a new member of 
the group, was presented with the tra- 
ditional Paul Revere Bowl, symbolic of 
membership, by retiring Quarter Cen- 
tury President William J. McDonough 
of West Medway. 

John F. Galvin of West Roxbury and 
Ruth Walkins of Dorchester, who hold 
the longest service records with the 
company, 50 and 47 years, respectively, 
were among the head table guests, along 
with Henry J. Morse of Roslindale, 
newly-elected president of the Quarter 
Century Club. 

Also elected to office in the club were 
Carl V. Lindstrom of Chestnut Hill, 
vice president, and Esther M. Engler 
of Brookline, secretary. Forty-four new 
members were accepted into the club this 
year, and were presented with enscribed 
Paul Revere Bowls. 


Massachusetts Mutual 
Passes $6 Billion Mark 


Massachusetts Mutual Life has passed 
the $6 billion mark in individual life in- 
surance in force, after achieving a record 
net gain of nearly half a billion dollars 
of individual insurance in force in the 
first eight months of 1959. The com- 
pany reported that its combined insur- 
ance in force now amounts to approxi- 
mately $7 billion, 300 million, comprising 
in excess of $6 billion of individual life 
insurance and $1 billion, 300 million of 
group life insurance. The company 
noted that insurance in force figures do 
not reflect the company’s Group acci- 
dent and health and certain Group pen- 
sion plans, which together with Group 
life coverages, account for an estimated 
premium income of more than $60 mil- 
ion annually. ; 

In the eight-year period since 1951, 
Massachusetts Mutual, now in its 108th 
year, has recorded a gain in individual 
insurance in force nearly as great as 
that achieved in its entire first century 
of existence. The company added its 
sixth billion of individual insurance in 
force in the 19 months’ period since 
January 31, 1958. The addition of the 
fifth. billion required slightly more than 
two years, while the fourth billion was 
put on the books in a period of some- 
what more than four years. These pro- 
gressively diminishing time intervals 
compared with a 72-year period from 
1851 to 1923 required to put the com- 
any’s first billion dollars of insurance 
on the books and a 27-year period from 
1923 to 1950 needed to place the second 
and third billion. 

Growth as to insurance in force was 
accompanied by similarly rapid increases 
in the amount of funds entrusted to the 
company by its policyholders. Massa- 
chusetts Mutual’s assets at the end of 
August, 1959, were estimated at $2. bil- 
lion, 280 million. Assets increased from 
$2 billion to an estimated $2 billion, 290 
million in the 20 months’ period from 
January, 1957, to the present. The com- 
pany added its second billion of assets 
in the 12-year period from 1945 to 1957, 
compared with 94 years from the found- 
ing of the company in 1851 to 1945 to 
accumulate the first. 
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" yourself and your heirs.” ‘ 
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Why not investigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 
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standing contracts and policies of All American Life & Casualty Company. 


WRITE: 
Mr. E. E. Ballard, President, All American: 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, Illinois. 
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PARK RIDGE, ILLINOIS 


General Offices: ALL AMERICAN BUILDING, 











Try Us For 
REAL LIBERAL and 
Flexible Underwriting 
PAR and NON-PAR to 
1000% MORTALITY 
CALL 
Il. ARTHUR YANOFF 
General Agent 


202 W. 40th St., New York 18, N. Y. 
LAckawanna 4-4469 


Eastern Life Insurance Co. of N. Y. 
Home Office: New York, N. Y. 




















“But I don’t have the 
know-how for life!” 


CG: You don’t need it! Our Life 
Department takes care of all the 
technical knowledge, plus all the 
paperwork! And does it gladly, with- 
out charge to you. You take all the 
commissions! 


YOU: Now wait a minute...what’s 
in it for you? 


CG: We’re like you...we take the 
long view. Here’s what happens...we 
make analyses of your clients’ poli- 
cies, show them how to make their 
present premium dollars work most 
effectively. The sales come gradually, 
over a period of time...only in answer 
to specific client needs. 


YOU: You’re reaching me... what 
about profits? 


CG: You may have an increase in 
your profits of 15% or more per year. 
And, at no extra expense to you. It 
will pay you to call our nearest office 
... right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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Eastern Group Manager 





ALBERT K. LENNAN 


Albert K. Lennan has joined Life In- 
surance Co, of North America as Eastern 
regional Group manager in Philadelphia. 
He will supervise the Philadelphia, Bal- 
timore-Washington, and Newark Service 
Office areas. 

Mr. Lennan entered life insurance in 
1947 as an agent with State Mutual Life. 
Prior to joining INA he was a district 
Group manager with New York Life. A 
graduate of Classical High School, 
Worcester, he received an A.B. degree in 
1943 from Clark University. He is a U. 
S. Air Force combat veteran and presi- 
dent of Philadelphia Group Representa- 
tives Association. 





Massachusetts Mutual 
MDRT Members Total 203 


Massachusetts Mutual announced 
that the number of its full-time repre- 
sentatives who are members of the Mil- 
lion ‘Dollar Round Table has increased 
to 203, the number of full-time men who 
are Chartered Life Underwriters to 272, 
and the number of full-time representa- 
tives who are holders of the National 
Quality Award to 646, Massachusetts Mu- 
tual’s total of field representatives and 
home office personnel holding the Char- 
tered Life Underwriter or Chartered Life 
Underwriter Associate designation is 287. 

Of the full-time representatives who 
qualify for the Million Dollar Round 
Table, 14 have qualified for 15 years or 
longer. This represents one in ten of 
the industry’s 135 men who have attained 
this outstanding achievement. 

The company, which has more than 
1,800 full-time representatives, pointed 
out that its increased representation in 
these distinguished professional groups 
has resulted in the following new approx- 
imate ratios: One out of nine full- time 
Massachusetts Mutual representatives is 
a member of the Million Dollar Round 
Table. one out of seven full-time Massa- 
chusetts Mutual representatives is a 
Chartered Life Underwriter, and one out 
of three full-time Massachusetts Mutual 
represen‘atives holds the National Qual- 
ity Award. 

The net gain of the company’s field 
force in MDRT members from 1958 to 
the curren‘ year was 13. It also added 
a net of 35 Chartered Underwriters, and 
increased its holders of the National 
Quality Award by 50. 





R. Foist Miami Manager 
Jose L. Hirsh, agency vice president, 
Sun Life of Baltimore, announces ap- 
Pointment of Robert Foist as the man- 
ager of the newly established Miami 
district office. Mr. Foist started his 
association with the Sun Life in 1951 
as an agent in Indianapolis. Prior to this 
le served as field training supervisor 
for the company. 


Chas. Martin Agency Head 
National Life of Canada 


National Life Assurance of Canada has 
appointed Charles C. Martin, M.C, as 
director of agencies for the company. 
Mr. Martin is one of the best known 
agency men in Canada. A graduate of 
University of Toronto and of Osgoode 
Hall Law School, he began his life in- 
surance career in 1930 as an agent of 
Manufacturers Life in Toronto, In 1932 
he joined the Great-West Life to build 
a second branch for them in Toronto 


and continued as manager of this branch 
until 1937. 

Mr. Martin joined Northern Life as 
superintendent of agencies and stayed 
until 1946 when he returned to the Great- 
West as superintendent of eastern agen- 
cies operating out of Winnipeg. In 1948 
he was appointed superintendent of 
agencies and in 1950 he returned to To- 
ronto as manager of the company’s num- 
ber one branch. In May of this year 
Mr. Martin retired, but now emerges 


from retirement to become the chief 
agency officer of National Life. 


MASS. MUTUAL NAMES APA 

Appointment of Carlo A. Apa as staff 
supervisor in the Portland, Ore., agency 
of Massachusetts Mutual Life was an- 
nounced by Miles P. Englehart, manager 
for the company in Portland. In his 
new position Mr. Apa will assist Mr. 
Englehart in the recruiting and training 
of new personnel. 

Mr. Apa attended the University of 
Oregon. He is a veteran of World War 
If and joined Massachusetts Mutual in 
1950 as a producer. 
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at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





When you phone 
The Man from Manhattan, 
chances are your problem is over. 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


Better phone The Man from Manhattan 


Our 2nd al Century 





of NEW York, 


Home Office: 111 West 57th Street, New York 19, N.Y. 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 


THe MANHATTAN Lire 44 INSURANCE COMPANY 
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American Life 





Convention Annual 


Meeting 


At Chicago 





Canham Sees Challenge To Economy 


The free enterprise system in this 
country is confronted by a challenge in 
raising the greater savings and risk 
capital to sustain the growth of a dy- 
namic economy and to meet the eco- 
nomic and political needs of the present 
hour, Erwin ‘D. Canham, president of the 
U. S. Chamber of Commerce, told ALC. 
Mr. Canham is also editor of the Chris- 
tian-Science Monitor. 

“In recent years,” the said “our life 
insurance companies have been taking in 
a gradually shrinking share of the total 
earnings of our people. Could this be 
due to the fact that more and more of 
our people seem willing to let Uncle Sam 
take care of us? Then, too—I wonder 
how many have lost sight of the fact that 
Uncle Sam cannot perform this opera- 
tion without adding weight to the blight- 
ing hand of taxation—and that no one 
of us can escape the pressure of that 
hand? 

“Today we have a Social Security 
svstem which guarantees us certain ben- 
efits in old age and provides certain 
benefits for our survivors. I say nothing 
against the Social Security system in 
principle. But I do suggest that, to a 
large extent, it came into being because 
far too many of us failed to make pro- 
vision for ourselves and our families. We 
left a vacuum in private enterprise and 


government expansion thrives on vac- 
uums. 
“Moreover, I cannot escape the 


thought that when government entered 
the area of individual welfare, it en- 
couraged a further shirking of individual 
responsibility. Somewhere along the line, 
and very soon, the American people must 





Paul Hammel Warns of 
State-Federal Control 


Chicago—Pau! A. Hammel, president 
of National Association of Insurance 
Commissioners and Nevada Commis- 
sioner, told ALC this week that some 
key people in government see “the pres- 
ent structure of regulation as in a tran- 
sition stage from exclusive state regu!a- 
tion to dual Federal and State regula- 
tion or exclusive Federal regulation. 

“What makes the life insurance indus- 
try complacent and impregnable?” he 
asked. “Certainly not because it is per- 
fect; all we know that no human en- 
deavor ever reaches perfection. Why 
have I asked that question in such a 
critical way? I believe the answer is 
obvious. It seems that complacency is 
too prevalent in the life insurance indus- 
try relative to the interests of the mem- 
bers of Congress and the various Federal 
bureaus in the insurance business. Have 
you ever tried doing business with a 
Federal bureau? Well, I have, and I 
don’t like it.” 





How Treasury Mismanaged 


Chicago—The current financial prob- 
lems of the United State Treasury stem 
directly from the Treasury’s too heavy 
dependence upon short-term financing 
during the past decade, Dr. Charles F. 
Phillips, president of Bates College, 
Lewiston, Me., told ALC. 

“Today’s problems are not of recent 
origin,” he said. “In fact, over the past 
13 years the department has put out just 
five bond issues due after 20 years. As 
a result of such heavy reliance on short- 
term financing, the average maturity of 
our debt has fallen from nine years to 
an incredible five years in the period 
since the end of World War II. The net 
result of this mismanagement by our 
Treasury Department is that we now 
face the refinancing of $78 billion of our 
debt in the next 12 months, Had the 
Treasury engaged in long-term financing 
in the 1948-58 period, today’s plight 
might have been avoided.” 


make a most important decision. 

“Is our system of individual rights in 
a free society really what we want? Or 
would we rather be dependents of an 
all-powerful government and accept the 
direction of our lives which dependency 


always develops ? 

“These are questions we cannot evade. 
Of course, we can delay our answers. 
3ut for how long? Bureaucracy is creep- 
ing up on us. What are we going to do 
about it? ‘More specifically, what is 
business leadership in this country going 
to do about it ? 

“For my own part, I rather doubt that 
old-fashioned, orthodox methods of com- 
batting the encroachment of bureau- 


cracy will be of too much help. I would 
suggest that business leadership — as 
represented right here in this room— 
ought to search for unorthodox methods. 

“We need something new to arouse 
the latent self-reliance of our people. 
We need something to awaken their 
dormant sense of obligation to them- 
selves, to their dependents, and to the 
social system which they have so long 
enjoyed.” 





JAMES E. BETTIS, C.L.U., left the newspaper business to become a life insurance Agent in 1937. In 1946, after nine years of successful 


2 personal production, he was named a Supervisor. 





...in Life Insurance selling. Berkshire points it out to 
every Agent...and keeps him on the trail... through its 


continuous Training Program.” 


“Then even your experienced men still receive training?” 


“That’s right. In fact, as your own experience increases, 


He was appointed General Agent in Indianapolis for Berkshire Life in 1948, 


* 


definite — 
pattern . 


concentrate of the lifetime experiences of many men who 
are experts in all phases of selling and sales management. 


They’ve been attracted to Field and Home Office positions 
with Berkshire by the strength and integrity of a com- 


you'll find Berkshire’s continuing Training Program serves 
you more and more... by acquainting you with approaches 


to more complex coverages, and showing you how to keep 
your production continuously climbing.” 


“Can any Training Program really substitute for actual 


experience, Mr. Bettis?” 


“No, I don’t believe there’s any substitute for experience. 
But Berkshire’s program doesn’t try to be. Actually, it’s a 


Life, Accident & Sickness, Pension Plans, Annuities : 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. « A MUTUAL COMPANY « 1851 


pany widely known for its excellent field and policyowner 
relationships. That is why I believe that today Berkshire 


offers the greatest opportunity for 
personal growth in the industry.” 
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G. H. Shapter, Jr., Columbus 
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G. A. for Franklin Life 
George H. Shap- 
ter, Jr., formerly 
with the Lincoln 
National Life, has 
been named a gen- 
eral agent for 
“Franklin Life in 
Columbus, Ohio. 

A graduate of 
Ohio State Univer- 
sity, Mr. Shapter 
has been in the in- 
surance business 
since 1949. He will 
be associated with 
tage, regional man- 
Kenneth R. Armi- 


Geo. H. Shapter, Jr. 


‘ager of the Franklin Life in Columbus. 





TO HEAR P. H. TOPPING 

Price H. Topping, vice president and 
associate general counsel of Guardian 
Life, will be the guest speaker at the 
first fall meeting of the Society of LO- 
MA Graduates, to be held at the home 
the Teachers Insurance and 
Annuity Association, 730 Third Avenue, 
New York, October 21, at 6:00 p.m. 

Mr. Topping’s subject will be “Should 
you have a Will?” At this meeting a 


welcome will be extended by Paul E. 
| Mais, administrative vice president, Na- 
‘tional Health and Welfare Retirement 
- Association, Inc. and president of the So- 
‘ciety, to the organization’s new Asso- 


ciates, who will be attending their first 
meeting as such. 





Resign From Texas Board 

Austin—Harold Selke, Chief of the 
examination division in the Texas State 
Board of Insurance, and Robert L. Roe- 
buck, acting manager in the actuarial 
division, have announced their resigna- 
tions to become effective Nov. 1. Mr. 
Selke is to be a vice president of the 
Sam Houston Life in Houston and Mr. 
Roebuck is to become a consulting ac- 
tuary. 





H. L. Rietz Talk 


(Continued from Page 19) 


It is difficult to believe 
that some Group cases have not reached 
amount levels which create a sense of 
false security that will preclude the sale 
of needed permanent life insurance. 
“The extension of Group insurance to 
fictitious Groups and to fields for which 


_ the concept was never intended—such as 


coverage for monthly payments of se- 
curities and double dollar benefits on 
Savings deposits play into the hands of 
our non-insurance competitors and can 
only detract from the long term stature 
of our business. Mutual funds, monthly 
security purchase plans and savings de- 
posits all have a place in our economy, 
but with rising markets and rosy pic- 
tures of possible capital gains that are 
now being painted, the intermingling of 
msurance with the offerings of these 
competitors can only boost their public 
acceptance to our detriment. I hold 
Strong personal convictions that our 
business should not condone at the sales 
level the intermingling of insurance with 
these other investment media. 

Negatives such as these arise and are 
controllable within our industry. We 
should now accept the challenge to re- 
fxamine our practices and philosophics 
m the crucible of fundamentals and 
against the standards of whether they 
are fair and equitable to the public and 
good in the long run for both the busi- 


hess of insurance and for our individual 
company.” 


BIKOFF AGENCY TO MOVE 





Aetna Life Office Plans to Loca‘e in 
Larger Quarter in Tishman Building 
By Year End 

In an expansion move, the Arthur H. 
Bikoff Agency of Aetna Life in New 
York, has leased for a long-term, portion 
of the 35th floor in the 39-story Tishman 
Building, 666 Fifth Avenue, it was an- 
nounced by Alan V. Tishman, senior vice 
president of Tishman Realty & Construc- 
tion Co., Inc. Jerry L. Cohen and Joseph 
B. Rogers of Brown, Harris, Stevens, 


Inc., were brokers in the transaction. 

Move to the new quarters is expected 
to take place about the end of December. 

The Bikoff Agency will use its more 
than 8,000 square feet of new space as 
general agency offices handling the sale 
of life, accident & sickness, Group insur- 
ance and pensions. The expansion move 
more than doubles the existing space the 
agency now occupies at 45 Rockefeller 
Plaza. 

The tremendous growth experienced 
by the agency since its inception 4% 
years ago, prompted Mr. Bikoff to re- 




















Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











quest that further expansion privileges 
be included in the leasing agreement. 

The Bikoff Agency now ranks 15th na- 
tionally in the Aetna Life sales organiza- 
tion. 
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Brokers can now fully satisfy their clients’ needs for 
A & H protection through Great-West’s three great 
new series of plans featuring non-cancellable and 
guaranteed continuable contracts. 
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NAIA PROGRESS CONTINUES 


In a national organization with over 
34,300 official members and well above 


100,000 individual members, such as 
the National Association of Insurance 
Agents, there never will be complete 


unanimity of op‘nion on most matters up 
for discussion. But with the democratic 
process operative, majority decisions pre- 
vail and the association moves along 
year by year to further importance in the 
insurance field. Minority viewpoints and 
spirited debates among directors at na- 
tional mee ings and within state associa- 
tion members of NAIA tend, obviously, 
to keep the national organization on a 
central course and guard any 
tendency for the national administration 


to get far ahead of wishes of the mem- 


against 


bership. 

Despite continued discussion in recent 
years about threats to the American 
Agency System in the new methods of 
merchandising insurance brought forward 
by some of the so-called independent in- 
surers, the NAIA is not backing away 
from challenges. Its members as con- 
fident qualified producers of the country 
are able to meet present competitive 
problems and are out to convince the 
general insurance buying public of this 
country of the high value of quality in- 
surance protection and agency service. 
Along this line the NAIA officers and 
executive committee of the past year 
voted to continue the already successful 
national TV, radio and national magazine 
advertising, with millions of dollars in 
addition spent by agents locally for tie- 
in advertising. 

The president of another well known 
trade association stated a few days ago 
that “the public will accept and pay for 
quality when and where not 
price, is merchandised and the market is 
conditioned for it.” This 
is the objective of the NAIA ad program. 


quality, 
conditioning 


Advertising won’t aid members of NA- 
IA unless expert sales technique is em- 
ployed in following up the interest in 
insurance stimulated in prospects’ minds 
by advertising. Here, too, the National 
Association this last year moved forward 
to provide better educational facilities for 
members by launching a new program 








whereby experts in various fields of in- 
surance will prepare sales handbooks and 
other volumes to be published by the 
McGraw-Hill Book Co. and distributed 
to a potential readership of around 250,- 
000 men and women engaged in insur- 
ance. 

Further evidence of agents’ desire to 
achieve closer contacts with their com- 
panies, on a national and organized basis, 
was presention for the first time of 
awards, called the “Town Crier Awards,” 
to companies which consistently use the 
Big “I” seal of the National Association 
in “an outstanding manner as means of 
identifying professional independent in- 
surance agents.” 


Another striking example of the value 
of organized agents was the determina- 
tion evidenced at the ecent NATA con- 
vention at Chicago that agents’ commit- 
tees continue to confer with committees 
of company executives on many ques- 
tions which call for increased cooperation 
between stock property-liability insurers 
and their local representations. When it 
became known that the Eastern Under- 
writers Association and other similar 
regional organizations in the West and 
South were to be merged with Inter- 
Regional Insurance Conference in inter- 
ests of efficiency and economy, the var- 
ious regional subdivisions of NAIA were 
concerned lest this might mean a termin- 
ation or lessening of contact between 
agents and companies. Hence, at the Chi- 
cago convention the Eastern Agents 
Conference and every other territorial 
group voted to ask the companies that 
conference facilities be continued. 
Through company representatives at the 
convention the agents were assured this 
excellent work would be continued. 


Each 12 months records further ad- 
vances, in one or more directions, by 
leadership of NAIA. There are, obvi- 
ously, completely honest differences of 
opinion on wisdom of this or that policy 
decision by the agents’ association. Prog- 
ress and mistakes go hand in hand. 
But on an overall basis, with say a 
decade of record to study, even critics of 
some agent decisions would admit that 
were the NAIA not in existence the best 
interests of agents, and companies would 


W. L. Hap ey, Vice President-Secretary 
W. L. Capp, Vice President-Advertising 












































Blackstone Studios 
ARTHUR H. LANG 


Arthur H. Lang has joined the National 
Union as vice president in charge of the 
New York City office. Formerly he was 
assistant United States manager of the 
Sun-Atlas-Royal Exchange companies in 
New York. Mr. Lang entered insurance 
in the Charles Burke agency in Newark 
in 1932 and a year later went with the 
Royal Exchange. He became assistant 
U. S. manager in 1958. 


* * * 


R. B. Jordan, supervisor of the metro- 
politan engineering and inspection de- 
partment of The Home Insurance Com- 
pany, was the recipient of a safety award 
presented by the executive committee of 
the British Safety Council. The award 
was signed by the Duke of Bedford as 
patron of the British Safety Council. Mr. 
Jordan made a detailed study of the Brit- 
ish organization, duties and safety activi- 
ties. His findings were submitted to The 
Council and his suggestions were ac- 
cepted. Mr. Jordan was presented with 
the aword for his interest and help in 
furthering England’s safety program. 
The award is a rare honor; the only 
other American to receive this award 
was President Eisenhower. 


* * * 


Charles M. Blake Jr., Glens Falls, 
N. Y.. has been promoted by the Glens 
Falls Insurance Company to home office 
underwriter in charge of fire and allied 
lines for New Jersey. He will be under 
the immediate supervision of Stewart L. 
Holmes, divisional underwriter, and the 
executive supervision of Arthur L. Lowe, 
vice president. 

Mr. Blake attended Glens Falls High 
School and joined the Glens Falls Insur- 
ance Co. shortly after graduation in 1948. 
He ‘held positions in the mail and ac- 
counts departments and in 1952 left the 
company briefly to serve with the United 
States Navy, attached to the military Sea 
Transport Service. He successfully com- 
pleted the employes’ training program in 
April, 1956. and in January, 1958, was pro- 
moted to the position of assistant under- 
writer. 





scarcely be served as they have been over 
the last 60 odd years. As one company 
expressed it in an advertisement at the 
time of the Chicago convention: “We ex- 
tend heartiest congratulations and hope 
that your organization under continued 
strong leadership will enhance its pres- 
tige and influence in the coming year.” 
















DANIEL S. STERLING 


Daniel S. Sterling, vice president of 
the Long Island Chapter of the Society 
of Chartered Property and Casualty Un-| 
derwriters, has been named chairman of | 
the World’s Fair Insurance Center Com- 
mittee, created by the board of direc-/ 
tors of the society. The committee aims | 
to erect a large insurance center at the/ 
1964 New York World’s Fair. Mr/ 


Sterling is also a partner of Central! 
Underwriters Agency at 
Nu. 


Forest Hills, | 


a ee 





Irving T. F. Ring (left), senior vice | 
president and general counsel at State [ 
Mutual Life was honored on his fortieth § 
anniversary with the company at the» 
Worcester Country Club last week when | 
State Mutual’s “Senior Statesman” and | 
honorary chairman, Chandler Bullock | 
presented Mr. Ring with a silver tray | 
memorializing his service record, Mr. 
Ring is believed to have held the office 7 
of general counsel longer than any other F 
active insurance industry executive, 
having been appointed to this position 
by State Mutual in 1931. 

is aie 

Robert H. Brooker has been appointed 
special agent in Des Moines in charge 
of Hartford Fire Group’s fidelity and 
surety business in that area. Since Oct. 
1957, he has been at Minneapolis serving 
as Hartford’s bond special agent for 
Minnesota. 





x ok x 
Jerry I. Matusoff, general agent of 
Franklin Life of Springfield, Ill, has § 
been cited by the company as its Mat 
of the Month of October. 














ORL NE EO ee a ee ety Se ee ae 


as 


[oP oe et oe a. a; ae 


the 





October 16, 1959 

















ident of | 
» Society 

alty Un-§ 
irman of | 
‘er Com- 
of direc- § 
tee aims | 
r at the 
ir. Mre 












ior vice 
at State 
fortieth 
at . the 
»k when 
in” and 
Bullock | 
er tray 
d. Mr. 
e office 
y other 
ecutive, 
position 


pointed 
charge 
ty aul 
ce Ocl.. 
serving 
nt for 





nt for § 
1, has 
-s Man & 











Swear in Loos as N. Y. State’s Deputy 
Industrial Commissioner 


Julius Loos of Rochester, secretary- 
treasurer of Allied Printing Trades 
Council, was sworn in as Deputy State 
Industrial Commissioner in ceremonies 
in the Red Room of the State Capitol on 
October 5. The oath was administered 
by New York Secretary of State Caro- 
line K. Simon in the presence of Gov- 
ernor Rockefeller. 

A unique feature of the news release 
of the New York Department of Labor 
(James E. Gavegen, director) is that the 
newspapers were furnished with a list 
of those invited to attend the “swearing 
in” ceremonies. The list, consisting of 
those the Department of Labor thinks 
important enough to invite, is an ex- 
tremely long one. Generally long lists 
of this type are given out after an event 
instead of before. Anyway, many in in- 
dustry, business and law circles, will file 
it as a New York State labor Who’s 
Who. While most of the names are in 
the labor movement or in the employ of 
the state, some employers are included; 
e.g., executives of Empire State Cham- 
ber of Commerce, Association of Towns 
and New York State Council of Retail 
Merchants. 

Mr. Loos, 60, who has lived in Roches- 
ter all but one year of his life, has been 
employed by Rochester Times Union, a 
newspaper. In his new post he will be 
responsible for contracts with union 
groups throughout the state, particularly 
assisting in the bureau of Apprentice- 
ship Training, Bureau of Public Work, 
division of industrial safety service and 
division of industrial relations. 

Rone) Me 


Unmarked Police Cars 


The decision of Connecticut State 
Police ‘Commissioner, Leo Mulcahy, to 
put unmarked police cars on the high- 
ways caused Hartford newspapers to re- 
ceive protests. The main objection is 
thus described by P. F. Hickey who in 
a letter to The Hartford Courant said: 

“The main question on everyone’s lips 
Seems to be how many innocent people 
are going to be molested, assaulted, and 
perhaps robbed, by pseudo policemen. 
There can be no doubt as to tthe chaotic 
State this will create on our highways. 
There are bound to be people who will 
be too confused and too frightened to 
make positively sure that they are being 
stopped by a bonafide policeman. If one 
Innocent person suffers at the hands of 
an unscrupulous person, posing as a 
policeman it will be too much. 

“Since all cruisers will be equipped 
with sirens and the usual red light, per- 
haps it would be wise to insist that both 

e used when halting a violator, with no 
exceptions. Furthermore, the cruiser 
should be required to pull up in front of 
the halted car, whereupon the policeman 
should put on his hat and emerge from 
the cruiser, so his uniform will be con- 
spicuous and he can be positively iden- 
tified. I think this is a logical so'ution 
to a situation which has aroused the 
fears of law abiding citizens throughout 
the state.” 

















Danahy and Delaney 


Danahy and Delaney, the Brooklyn 
law firm with which Aloysius J. Maickel, 
former Deputy Superintendent of the 
New York Insurance Department, has 
become affiliated, specializes in general 
civic practice of law. Mr. Maickel will 
handle cases involving insurance. 

The firm consists of C. Joseph Dan- 
ahy, James J. Delaney and Gerard Mo- 
lony. 

Mr. Danahy, a graduate of St. John’s 
University, Brooklyn, has been practic- 
ing law for 27 years in that city. Ac- 
tive in the Democratic party, he has for 
a decade been treasurer of the National 
Democratic Club of this city. He is 
general counsel of both New York State 
Association of Insurance Agents and 
Greater New York Insurance Brokers 
Association. 

With the New York Department Mr. 
Maickel had charge of administration, 
audit, training and complaint bureaus. 

ek oe 


Mutual Ads Feature Agents 


Half-page advertisements in more than 
50 New England newspapers will feature 
the independent local agent and broker 
as the man to see for the best buy in 
property insurance, the Mutual Fire In- 
surance Association of New England an- 
nounces. The first ads were published dur- 
ing the week of September 14, and the 
series will continue until December. 
“Your own independent insurance man 
can save you money,” is the keynote of 
all ads, according to William N. Wood- 
land, executive vice president of the 
association. 

“The 24 New England agency mutuals 
are purely agency companies, writing no 
business direct,” Mr. Woodland said, 
“and all the advertising copy reflects 
this fact.” 

The ads will give the agents of the 
24 companies effective support in their 
own home-town trading areas, he added. 
While each ad will list the 24 member 
companies of the Mutual Fire Insurance 
Association, he noted, there will be no 
addresses shown. “The reader will have 
to see an independent agent or broker to 
get this best buy in insurance,” Mr. 
Woodland commented. 

Member companies of the Mutual Fire 
Insurance Association of New England 
are: Abington Mutual Fire, Attleboro 
Mutual Fire, Barnstable County Mutual 
Fire, Berkshire Mutual Fire, Cambridge 
Mutual Fire, Dorchester Mutual Fire, 
Fitchburg Mutual Fire. 

Grange Mutual Insurance Co. of 
Rochester, N. H., Guarantee Mutual, 
Hingham Mutual Fire, Holyoke Mutual 
Fire, Lowell Mutual Fire, Lynn Mutual 
Fire, Manufacturers & Merchants Mu- 
tual, Merrimack Mutual Fire. 

Norfolk & Dedham Mutual Fire, 
Pawtucket Mutual, Phoenix Mutual Fire, 
Providence Mutual Fire, Quincy Mutual 
Fire, Traders & Mechanics Insurance 
Co., and Worcester Mutual Fire. 

The campaign will be built around a 
series of three advertisements, prepared 
by the association’s advertising agency, 














































Largest investor in securities of steamship companies operating on the inland 
waterways is Northwestern Mutual Life. It is the first company to own outright 
a major Great Lakes vessel. This is the Edmund Fitzgerald which it charters to an 


operating firm. 


It was named after the insurance company’s chairman. 


North- 


western Mutual now owns four Great Lakes ore carriers, (including the Fitzgerald, 
which was built with financing by that company,) and 42 barges. 


Fitzgerald’s Ancestors were Ship Captains 


The arrival last July of the S. S. Edmund Fitzgerald in Milwaukee on its first 
trip there was a sensational and prideful event in the city. The company’s agents’ 
association was having its annual convention in Milwaukee at the time, which fit- 
tingly concluded its meetings by adjourning in busses to Lake Michigan to witness 
the Mayor and other city officials and celebrities participate in ceremonies signal- 
izing the ship’s significance to the city. A feature of the Fitzgerald visit was that 
it arrived in Milwaukee shortly after Queen Elizabeth was in this country and 
Canada taking part in the opening of the St. Lawrence River deep-sea route. 





Hoag & Provandie, Inc. of Boston. Each 
ad will emphasize the advantage of buy- 
ing homeowners policies and fire insur- 
ance through an independent insurance 
man. 





INA Heads Book Drive 

Under chairmanship of John A. Die- 
mand, president of Insurance Company 
of North America, 45 major firms in 
Philadelphia have recently collected 
75,000 books in a drive to collect books 
for Latin America. 

Greater Philadelphia “Books Abroad” 
Week was organized under the sponsor- 
ship of the Insurance Committee of 
President Eisenhower’s People-to-Peo- 
ple program. Frederic W. Ecker, pres- 
ident of Metropolitan Life Insurance 
Company, is chairman of ‘tthe Insurance 
Committee, and Mr. Diemand is vice 
chairman. 


Saunders Found Guilty 


J. Byron Saunders, former chairman 
of the old Texas Board of Insurance 
Commissioners, was found guilty of per- 
jury and sentenced to two years in 
prison by a jury in Austin, October 2, 
after a trial lasting 12 days. Mr. Saun- 
ders announced that an appeal “will be 
carried through, as far as is necessary,” 
and his attorney, John D. Cofer, said 
that he believes the unprecedented case 
also involves a Federal question. 

Mr. Saunders was released under the 
same $2,500 bond established when he 
was indicted about two years ago for 
giving false testimony to a legislative 
investigating committee concerning his 
connections with BenJack Cage, who is 
now a fugitive from a 10-year embezzle- 
ment conviction in Dallas. 

Similar charges are pending against 
Garland A. Smith, another former board 
chairman, and his son-in-law, Max 
Wayne Rychlik. It is not known when 
these cases are to be brought up for 
trial, 
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Thacher Criticizes 
Some Finance Plans 


HOLDS LAWS ARE VIOLATED 





New York Supt. Sees Gains From O’Ma- 
honey Probe; Foresees Changes in 


Handling Auto Assigned Risks 





Analysis of premium finance plans in 
use in New York State indicates that 
some insurers are employing procedures 
in conflict with the law, stated Insurance 
Superintendent Thomas Thacher when 
speaking before the Insurance Section, 
New York Board of Trade, last week in 
New York City. He did not mention any 
company names. The Superintendent 
charged that offending insurers are also, 
by credit plans, developing unfair dis- 
crimination in favor of the insured who 
requires credit as opposed to the policy- 
holder who pays his premium in cash. 

Superintendent Thacher revealed that 
a circular letter is about to be sent to all 
property insurers asking that they re- 
port details of finance plans to the de- 
partment and that the companies subject 
their own plans to careful scrutiny. 

“In an economy in which the credit 
card is so often doubling for cash, the 
role of insurance in relation to credit 
transactions is becoming of increasing 
significance. This trend thas been ac- 
celerated by rising insurance _ costs. 
Where one finds the juxtaposition of 
such an important element in American 
life as the automobile, with the sound 
requirement that it be covered by insur- 
ance, and with the impact of inflation on 
its rates, it is not surprising to find the 
rapid development of plans for financing 
such insurance. Because of the relative 
novelty of certain of the concepts in- 
volved, some questionable practices have 
crept in. 

Credit Insurance 


“In the field of credit insurance we 
are beyond the point of circular letters,” 
Mr. Thacher stated. “In my view the 
law on the subject is clear, and the de- 
partment is actively engaged in its en- 
forcement. While one of its regulations 
in this field is involved in litigation a 
decision on the matter is expected and, 
whatever its outcome, the department is 
prepared to take all appropriate action 
to stop violation of the statutory pre- 
cept that premiums be reasonably re- 
lated to the benefits received. 

“T am happy to point out that one 
company which appeared to be charging 
excessive rates for its credit insurance 
‘has already entered into a consent de- 
cree prohibiting such practice and has 
agreed to make refunds to those it had 
overcharged. 


Rates and Rating 


“With respect to rates and rating, the 
O’Mahoney Subcommittee of the United 
States Senate, the Joint Legislative 
Committee of the New York Legislature 
and various NAIC committees are ac- 
tively at work. The NAIC is fortunate 
in having as its counsel in connection 
with the Senate hearings my predeces- 
sor, Julie Wikler, who is also serving 
ably as counsel to the New York legis- 
lative committee on its own study of this 
state’s laws bearing on rates and rating. 

“Though compliance with the ques- 
tionnaires of the O’Mahoney Subcom- 
mittee has been something of a chore, 
the process is essentially healthy, entail- 
ing fresh appraisal of a decade’s experi- 
ence and _ legislation enacted after 
Public Law 15. Certainly no one concerned 
in the work of insurance regulation in 
the various states claims perfection for 
his state’s system, and if improved pro- 
cedures are suggested in any forum, I am 
sure that they will ‘be welcomed and 
considered by the NAIC committees in 





this field. 

“Too often, it seems to me, in all the 
commentary upon the Senate investiga- 
tion, it is forgotten that antitrust con- 
cepts are not doctrinaire Procrustean 
principles to be uniformly applied to 
each industrial patient on the operating 


table. The rule of reason is an inherent 
part of antitrust doctrine and that rule 
makes it essential that the economic 
character and function of the industry 
under scrutiny be fully understood. 

“If this process of re-examination on 
so many fronts does nothing more than 
to bring about wider recognition of the 
unique character of the insurance indus- 
try as contrasted with other lines of 
commerce in which antitrust concepts 
have so salutarily been applied, great 
public service will have been done. If 
in the same process, areas of unfair play 
are exposed, the industry itself should 
be the first to support legislation for 
their elimination. 


Health Plans 


“In the ‘health field, various task 
forces appointed by the Governor are 
constructively at work—all of them with 
significance for the Insurance Depart- 
ment. It is quite premature at this time 
to forecast the outcome of their studies. 
In addition, I am advised that some time 
in December, the ‘first instalment of the 
long-awaited Columbia University study 
of nonprofit health plans in this state will 
be published. 

“Dealing with hospital insurance, this, 
I hope, will lay the basis for administra- 
tive application or reliable criteria in the 
structure of Blue Cross in this state. 
Related studies are going forward under 
the direction of Senator Metcalf, All 
these labors give foundation for firm 
hope that a year from now we can 
look back on considerable constructive 
achievement in this field,” said Superin- 
tendent Thacher. 

“T turn finally to automobiles. The 
department has no more control over 
traffic and the impact of inflation on 
claim costs than it has over hospital 
costs and hospital charges, but it does 
indeed have a direct concern with those 
matters. Here again an interdepartmen- 
tal committee is at work, and high on 
its agenda are the matters of proper 
control of drivers—record keeping, and 
control of vehicle safety—inspection pro- 
cedures. In addition to this work, the 


NEW NATIONAL BOARD FILMS 





Fire Prevention Color Films Previewed; 
One is Designed for School Children 
And Other for Adults 

A preview of two new fire prevention 
films was presented October 8 by the 
National Board of Fire Underwriters at 
the Barbizon-Plaza Hotel in New York. 
Attending the preview were newspaper, 
insurance publication, and television rep- 
resentatives, educators and representa- 
tives of fire and casualy insurance com- 
panies. Both films received an excellent 
reception. Host was Fred Westervelt, 
manager of the NBFU public relations 
department. 

One of the new films is designed for 
showing before primary and elementary 
school children and is entitled “Penelope 
Changes Her Mind.” The film, an ani- 
mated cartoon, is the story of a little 
girl Penelope, her brother Timmy, and a 
dog Ruff, in which they are told what 
causes fire and other facts about it. 

Tex Antoine, television announcer, sup- 
plies the film commentary. The film was 
produced for the National Board by 
Klaeger Film Productions, Inc. 

The other film, for adults, is entitled 
“The Challenge,” and is a revised ver- 
sion of the National Board’s popular film, 
“Crimes of Carelessness.” It was pro- 
duced by Audio Productions, Inc., in 
cooperation with the National Board. 

Both films are in color, and run ap- 
proximately 10 minutes each. Prints of 
these latest additions to the National 
Board’s film library, will be available 
shortly for general distribution through 
the Bureau of Communication Research, 
Inc., 267 West 25th Street, New York 1, 
N. Y. On the west coast they will be 
available through the National Board’s 
San Franciso Office at 465 California 
Street, San Francisco 4, Calif. 





New Hampshire’s New 
Office on Long Island 


The New Hampshire Insurance Group 
has closed its Long Island City office 
and opened a new office on the second 
floor at 175 Hillside Avenue, Williston 
Park, N. Y. Fire, casualty and claims 
are handled through this office, which is 
under supervision of State Agent George 
D. James. Special Agent Lawrence N. 
McManus handles the casualty division. 





department is deeply concerned with 
assigned-risk problems, and both pro- 
cedural and substantive changes are 
under study, as is the whole gamut of 
underwriting procedures into which I 
began an investigation not long after 
taking office,” the Superintendent as- 
serted. 
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They still call Woolworth’s the “5 & 


Trade UP 











Dime,” but inside the store you can 
buy everything from furniture to com- 
plete wardrobes priced in dollars rather 


than cents. 


We in the insurance field can “trade 
up” too, by going after the better risks, 
large and small. Fact is, the less invit- 
ing lines usually end up with far more 
headaches in proportion to the effort 


you spend on them. 
“Trade up” — at the Jaffe office. 


Fire, Inland & Ocean Marine 
Automobile, Liability 
Compensation, Disability 
Burglary, Glass, Bonds 
Boiler & Machinery, Life 














JAFFE AGENCY, INC. 
Insurance Underwriters 
55 John Street, New York 38, N. Y. BArclay 7-8900 


Mrmbers, N.Y.C. Insurance Agents ‘Assn., Inc 








Win. Il. Malone, Ine. 
744 BROAD STREET 


Newark 2, N. J. 


Surplus and Excess Lines 


REINSURANCE 


Phone 
Mitchell 2-5351 














Tayloz Director of 
Milwaukee Ins. Co. 


Following a meeting of directors of 
the Milwaukee Insurance Co. of the 
America Fore Loyalty Group, it was 
announced that Harold P. Taylor, presi- 
dent of the Wisconsin Public Service 
Corporation, had been elected a director. 
Mr. Taylor became president of Wis- 
consin Public Service Corporation in 
1955 after 30 years with the company 
in various accounting and financial posi- 
tions. 

He is a director of Wisconsin Public 
Service ‘Corporation, Wisconsin Valley 
Improvement Company, Trees for To- 
morrow, Inc., Edison Electric Institute 
and the First Federal Savings and Loan 
Association, Milwaukee. He is a di- 
rector and vice president of Central 
Utilities Atomic Power Associates (Path- 
finder Atomic Power Plant). 








AMERICA'S 
OLDEST 
REINSURANCE 
GROUP 


MULTIPLE LINE 
ADMITTED REINSURERS 


PRUDENTIAL 


INSURANCE COMPANY 
OF GREAT BRITAIN 


SKANDIA 


INSURANCE COMPANY 


HUDSON 


INSURANCE COMPANY 








J. A. MUNRO, President 


90 JOHN STREET 
NEW YORK 38, NEW YORK 
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Greater N. Y. Brokers’ Assn. Offers 
Legislative Program for New Year 


A bill which would require that the 
‘aontiee factor in a rate filing be 
based and supported by past experience 
and statistics will be sponsored by the 
Greater New York Insurance Brokers’ 
Association. This is one of six legisla- 
tive proposals the brokers’ association 
plans to have introduced this coming 
session. It has already made public a pro- 
posed bill which would bar ownership of 
more than 25% of an insurance com- 


pany’s stock by a non-insurance com- 
pany. 
Herbert J. Pohs, chairman of the as- 


sociation’s legislative committee, said 
that the acquisition factor proposal is 
designed to amend Section 183 of the 
Insurance Law “so as to prevent the rate 
making process being used as a technique 
to fix commissions in concert.’ 

The New York Insurance Department 
already has before is complaints made 
by various producer organizations in 
connection with the recent technique 
of rating organizations using the rate 
making process to fix the rate of com- 
missions in concert, Mr. Pohs explained. 
He said that these complaints, one of 
which is a brief filed by the Greater 
New York Brokers’ Association through 
its genral counsel, C. Joseph Danahy, as- 


sert that the reduction of acquisition 
factors in the rate as precursors to 
commission reductions, is in violation 
of law. 
Text of Commission Change 
To close this avenue of commission 
reduction, Mr. Pohs said, the proposed 
bill would add to Subdivision (d) of 
Paragraph 1 of Section 183, after the 
words “reasonable profit,” the following 
language: “commission or other acquisi- 
tion costs based on past experience. 
“This, in our view,” Mr. Pohs said, 


“would require that the rating bureaus 
base their acquisition factor in a given 
rate on the experience as revealed by 
statistics of actual commission payments 
plus the other minor elements which go 
into the acquisition factor. The bill 
would in no way interfere with the 


rights of the companies to continue to 
set their commissions on the basis of 
private contract. On the other hand it 
would prevent the use of the acquisition 
factor for the purpose of signalling a 
series of commission cuts to justify the 
reduced acquisition factor, as the pro- 
ducers have been experiencing country- 
wide since 1957.” 

The brokers’ association also will sup- 
port a bill to amend Section 93-a of the 
Vehicle and Traffic Law to raise the 
limits which the Automobile Assigned 
Risk Plan is permitted to write from 
$10,000/$20,000 to $25,000/$50,000. 

This is a stand-by measure, Mr. Pohs 
pointed out in releasing the association’s 
legislative program. He said that the 
possibility exists that the Superintend- 
end of Insurance might make the legisla- 
tive step unnecessary by directing the 
governing body of the plan to institute 
the change. However some observers 
contend that only legislative enactment 
could mandate the fund to write higher 
than current statutory limits. 


Pohs on Tight Markets 


Mr. Pohs pointed out that the Insur- 
ance Department has still not made pub- 
lic results from the study and investiga- 
tion which was undertaken early this 
year to determine the reasons and causes 


of the so-called tight market for auto- 
mobiles in the City of New York. De- 


spite recent rate increases and a reduc- 
tion in commission, Mr. Pols said, there 
are still persistent reports of difficulties 
in placing these lines by some brokers. 
“Our bill was conceived as a means 
of providing additional relief for the 
tight market problem,” he declared. 
Other bills to be sponsored by the 
brokers’ association include an amend- 
ment to Section 273 of the Insurance 
Law to correct an apparent deficiency. 
At the present time. Mr. Pohs said, Sec- 
tion 273 of the Insurance Law incorpo- 
rates by reference and makes an unfair 
trade practice any violation of Section 
442-a of the Penal Law. Since enact- 





BLACK AND NICHOLS RETURN 





Chairman and President of AFIA Find 
Great Potential for American 
Insurance in Europe 
Kenneth E. Black, president of The 
Home Insurance Company and chairman 
of the board of the American Foreign 
Insurance Association, and AFIA presi- 
dent James O. Nichols stated that they 
were greatly impressed with the tremen- 
dous development and improvement in 
the European economy and the insurance 

markets in particular. 


The two insurance leaders recently 
visited London, Rome, Vienna, Hamburg. 
Stockholm, Oslo, Copenhagen, Madrid 


and Paris. They ‘also participated in the 
International Reinsurance Conference at 
Monaco and held field conferences with 
representatives of AFIA branches in 
Eneland, Italy, France and Spain, four 
of 70 countries where the American For- 
eign insurance Association represents 
leading American property insurance 
companies. 

Mr. Nichols stated that, with increas- 
ing American private investments and 
estabilshment of American plants in 
the European markets, there is a grow- 
ing need for American insurance service. 
He pointed out that the general economic 
expansion by the Western European 
nations is also creating a need for inter- 
national insurance capacity. Both Mr. 
Black and Mr. Nichols feel that the po- 
tential for American insurance abroad is 
unlimited. 





STANDARD NAMES J. F. LADMAN 


Standard Accident has appointed J. F. 

adman, Jr. as manager of the property 
department in the New York branch of- 
fice. He has a 19-year background in 
inland marine insurance. 


Carlino to Address 
Agents at Garden City 


Joseph Carlino, speaker of the New 
York State Assembly at Albany, will be 
the featured luncheon speaker at the 
regional meeting of the New York State 
Association of Insurance Agents at the 
Garden City Hotel, Garden City, L. IL, 

1 Tuesday, October 20. Another lead- 


ing speaker will be Insurance Super- 
intendent Thomas Thacher at the after- 
noon session. Close to 1,000 agents and 
company representatives are expected 
to attend the meeting. 





Werbel Educational Forum 

All subscribers of the General Insur- 
ance Guide, published by Werbel Pub- 
lishing Company, Inc., as well as all 
present and former students of the 
schools in which Bernard G. Werbel has 
acted as coordinator are invited to at- 
tend his educational forums free of 
charge. The next meeting will be held 
on October 22 in the auditorium of the 
Central Commercial High School (214 
East 42nd Street, east of Third Avenue, 
New York, N. Y.). It will start at 6:45 
P.M. and end at 10 P.M. 

The audience will be directed to re- 
cent changes in policies, manual regula- 
tions, and court decisions. George M. 
Palmer will be the first speaker. He is 
the supervisor of the Daytime Division 
of Insurance Courses conducted at the 
Bernard Baruch School of Business and 
Public Administration. Aaron E. Reén- 
nert will be the second speaker. Mr. 
Rennert is a licensed insurance broker 
and agent. 


ment of Section 273, he said, Sections 
442-b and 442-c have been added to the 
Penal Law and there seems to be no 
reason why these two sections should 
not be incorporated by reference into 
Section 273. 

The brokers are also seeking an ex- 
pansion of the Penal Law Section 442-c 
to include all types of insurance. At 
the present time, according to Mr. Pohs, 
Section 442-c prohibits an officer or 
employee of the state to designate a 
broker, agent or company in connection 
with surety bonds on public construction 
contracts. “We feel,” Mr. Pohs said, 


“that this is a good sound policy for all 
lines of insurance in connection with a 
public construction contract. . 

“To accomplish this extension of the 
law,” he said, “our general counsel of the 
suggested amendatory language to in- 
clude ‘any public authority’ and any type 
of insurance in addition to surety bonds.” 

The association’s perennial bill to 
liberalize Section 167 of the Insurance 
Law to bar as a defense on a claim. 
‘failure to give notice,” if such failure 

“did not prejudice the rights of the in- 
surer,” will be offered again this year, 
Mr. Pohs said. 








ore than $200,000,000 in premiums was paid 


last year for insurance to cover American-owned risks 


overseas. 


One half of this amount went to non-American insurers. 


through non-American agents and brokers. 


The other $100,000,000 was placed by fewer than 2% 


market. 
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For further details, contact the AIU office nearest you. 
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The home of Barney and Bea 


Caught fire a catastrophe! 


But quick as a flash 
Who showed up with cash? 
Their agent from G. F. & C! 


You, too, can be a hero to your client when you 
have G F & C’s guarantee of performance on 


every policy: 


* Quick and understanding underwriting service 
¢ Prompt and fair settlement of claims 


e Expert engineering facilities 





GENERAL FIRE AND CASUALTY COMPANY 


(A Stock Company) 


Home Office: 1790 Broadway, New York 19, N. Y. 
Newark Philadelphia Chicago 
® Pittsburgh Minneapolis 


Insurance written through agents and brokers only 





Oil Insurance Assn. Provides Vast 
Facilities for Oil, Gas Industries 


An interesting and informative descrip- 
tion of ope.at.ons of the Oil Insurance 
Association is corteined in an article on 
the OIA appearing in a recent issue 
of “News From Home,” published by the 
Hoine Insurance Co. Kenneth H. Dunchee 
is editor of the magazne. This outline of 
the public service group is as follows: 

Another of the highly specialized great 
public ‘services maintained by leading 
property insurance companies, and in 
which The Home Insurance Company, 
one of its founders, plays a very active 
part, is the Oil Insurance Association. 
This progressive and far-reaching or- 
ganization, which was founded in 1918, 
helps insurance producers handle the 
complex problems in the oil and gas and 
petrochemical business. As a measure 
of the importance of this association, it 
is sufficient to say that the oil industry, 
which is so vital to the nation’s economy 
as well as to the well-being of everyone, 
accounts for one-sixth of the total cap- 
ital investments made by business in the 
United States. 


Extent of Services 


In addition to providing expert under- 
writing loss prevention and engineering, 
supervisory inspection and loss adjust- 
ment services, it also has, when needed, 
resources large enough to provide sound 
indemnification for the huge values 
which so often are characteristic in the 
oil industries. 

Operations of the Oil Insurance As- 
sociation cover the entire United States, 
its possessions, and Puerto Rico. Gen- 
eral offices are at 175 West Jackson 
3oulevard, Chicago, Ill. Branch offices 
are maintained in the Kirby Building, 
Dallas, Texas; 548 South Spring Street, 
Los Angeles, Calif.; 52 Wall Street, New 
York City; and the Mayo Building, 
Tulsa, Okla. All offices are staffed with 


underwriters and field engineers for 
service in each territory. 
Facilities are available to the oil, 


natural gas and petrochemical industries. 
The first of these general classifications 
—oil and natural gas—include petroleum 
refineries, lubricating oil plants, recycl- 
ing, natural gas and gasoline plants, oil 
and gas pipeline properties, oil terminals, 
distribution and retail filling stations, oil 
and grease compounding plants, oil 
derricks, rigs, warehouses, lease houses, 
tanks, etc., or other properties necessary 
for the operation of oil or gas wells, 
and including all manner of crude oils, 
semi-finished and finished products, and 
containers. 
Petrochemicals 

Petrochemical properties include a 
variety of chemical plants which produce, 
process or handle petrochemicals (i.e., 
chemicals recovered from petroleum or 


The 
H. MALCO LM ‘TEARE 


Agency, Inc. 


Serves New 


) ( )} h 


natural gas, or derived in whole or in 
part from petroleum or natural gas 
hydrocarbons). The most common and 
best known examples of this group are 
carbon black plants, butadiene and 
styrene plants producing the basic raw 
materials for synthetic rubber, synthetic 
alcohol, and ammonia from natural gas 
for fertilizers. Petrochemical plants are 
closely integrated with the most ad- 
vanced development of the chemical and 
petroleum industries, producing vital 
chemicals for the plastic, fertilizer, in- 
secticide, detergent and synthetic or- 
ganic chemical markets. The O. I. A. 
engineering and underwriting staff is 
ever alert to new developments in this 
rapidly advancing industry. 

Another classification of protection in- 
cludes public utilities gas transmission 
p:pelines, and allied distribution proper- 
ties. Tihis class has seen its major 
growth within the last twelve years, and 
is continuing to expand. These cross- 
country gas lines need country-wide 
servicing facilities, which the Associa- 
tion can provide. 

These classifications of property pre- 
sent many and varied problems to the 
insurance underwriter. Characterized by 
fantastically large insurable values at 
sngle fire divisions frequently run into 
the millions. Similarly, all are involved 
in the handling of highly flammable and 
explosive liquids and gases. These fea- 
tures—plus continually changing pro- 
cesses, and the use of high temperatures 
and extreme pressures, or both—mean 
large loss exposure and a need for spe- 
cialized engineering study for the proper 
evaluation of hazards, protection and ex- 
posures as a yuide to sound underwrit- 
ing. 

Even more critical than the property 
damage insurance problems, are those 
facing underwriters where business in- 
terruption insurance is involved. 


Large Staff of Engineers 


The Oil Insurance Association main- 
tains a large staff of qualified and ex- 
perienced engineers. These field men 
make periodic and frequent inspections 
of the properties insured through the 
association, and make suggestions to 
plant management for improvements, 
not only with respect to fire protection 
and loss prevention, but also for plant 
layout and construction. 

The cumulated, detailed experience 
gained by the association in the causes 
and consequences of losses throug forty 
years of operation provides the greatest 
single source of information in the coun- 
try regarding losses on these classes of 
property. Recurring types of losses are 
noted, and bulletins are prepared and 

(Continued on Page 27) 
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Survey of Farm Insurance Facts 


Is Completed by Purdue University 


The changing farm picture’ has 
brought and will continue to bring 
changes in the type of insurance cover- 
ages needed by the farmer. This was 
revealed in a study of factors relating 
to farm property insurance coverage just 
completed. The study was made possible 
by a research grant of $2,500 by the Na- 
tional Association of Mutual Insurance 
Companies to the agricultural economics 
department of Purdue University, West 
Lafayette, Ind. 

A personal survey of 126 farms owner- 
operators in ten counties in central In- 
diana was made by the Purdue staff. 
The objectives of the research study 
were to provide information about: 
relationship between personal and eco- 
nomic characteristics of the farmer and 
his individual insurance program; rela- 
tionship between certain general eco- 
nomic indicators and the amount of fire 
insurance in force held by farmers mu- 
tual insurance companies; and finally, 
to analyze farmers’ reactions to possible 
or proposed changes in the methods of 
insurance company operations. 


Average Insurance Carried 


Farmers were found to have more in- 
surance on their buildings and household 
goods than on the other personal prop- 
erty. All farmers interviewed carried 
some insurance on farm buildings, most 
of them insured household contents, and 
a small percentage of farmers inter- 
viewed carried no insurance on other 
personal property. The ratio of insur- 
ance to property value varied widely. 
Average value of buildings was $20,220, 
insured for $14,490, Average value of 
personal property was found to be 
$17,790 and was insured for $10,060. 

Age, net worth, off-farm employment, 
net income, and the amount of insurable 
property owned were associated with 
variations in the amount of liability in- 
surance carried by farmers. The survey 
revealed that about one farmer in three 
had no protection against liability aris- 
ing in connection with operation of his 
farm and home. 

One of the economic indicators used 
in this study was the value of the farm 
buildings related to the amount of fire 
insurance in force. It was found that 
in Ohio, Indiana, Illinois, Wisconsin and 
Michigan, 95.3% of the variation in the 
amount of farm fire insurance in force 
was explained by variations in the value 
of farm buildings. 

Another economic indicator used was 
the wholesale price index. It was shown 
that as the price index fluctuated, the 
amount of insurance in force fluctuated 
proportionately in the same direction. 
In the same area, 95.5% of the percent- 
age variation in the amount of farm fire 
insurance was explained by variations in 
the wholesale price index. 

Farmers’ reactions to proposed changes 
and new insurance developments varied. 
Three-fourths of the farmers inter- 
viewed did not know about deductible 
farm windstorm insurance. Sixty-six 
per cent were interested in a $50 de- 
ductible property insurance policy if pre- 
mium rates could be reduced at least 
40%. Fifty-two per cent of the farmers 
indicated they would like to purchase a 
farm package policy, and 75% preferred 
to deal with one insurance agent. The 
farmers interviewed did not seem to 
avor rate classification, since 78% stated 
that all farmers in their community 
should pay the same premium rate. 
Thirty-three per cent were in favor of 
Mcreased inspections of insured prop- 
erty, and 45% thought that other loss 
Prevention activities should be increased. 

Most of the farmers interviewed pur- 


chased all their property insurance from 
one company. Eighty-eight per cent 
have been with their present company 
for more than five years, 70% for more 
than ten years, and 41% had been with 
their company for more than 20 years— 
indicating that a major portion of them 
were satisfied with their company, or 
at least not dissatisfied enough to 


Safeco Files HO Forms 


Filing of homeowners policy forms at 
independent rates in the State of Wash- 





change. 

A series of articles elaborating on 
many of the above findings is being pre- 
pared by Purdue economists for publica- 
tion in the Mutual Insurance Bulletin. 
The original study contains 106 pages 
including 53 tables, charts, and graphs. 
It served as a thesis for Kenneth R. 
Whitaker and the project was under the 
direction of Dr. J. H. Atkinson, Purdue 
University agricultural economist. 


ington has been completed by Safeco. 
The forms, which differ from bureau, 
are the same as used by General of 
America in other jurisdictions. 

A continuous direct-billing-system pat- 
terned after the Safeco autdmobile plan 
will be used. All policies will be issued 
on an annual term. Rates are 15% 
under those of the Washington Survey- 
ing and Rating Bureau. A commission 
of 20% is offered by Safeco on home- 
owner business. Safeco is not a sub- 
scriber to the Washington S. & R. Bu- 
reau. 





YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Strength, Service, Dependability 
| j 





America Fore 
Loyalty Group 





THE CONTINENTAL INSURANCE COMPANY............scceceeees 


..- Est. 1853 


FIDELITY-PHENIX INSURANCE COMPANY............sceccecceeeees+bSt. 1874 


FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 1855 


NIAGARA FIRE INSURANCE COMPANY.......... 


isis Clvedaeeanecenec te loose 


THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY..................Est. 1866 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J......... 


..-Est. 1909 


MILWAUKEE INSURANCE COMPANY...........ccesccccccccccsceesssbSt. 1852 


ROYAL GENERAL INSURANCE COMPANY OF CANADA..............Est. 1906 


THE YORKSHIRE INSURANCE COMPANY OF NEW YORK..........Est. 1926 


SEABOARD FIRE & MARINE INSURANCE COMPANY...............Est. 1929 
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N. Y. Society Course on 


New Homeowners’ Forms 
The Insurance Society of New York, 
Inc. will begin a course covering the new 
homeowner's policies on October 21. The 
course will include the philosophy behind 
these contracts and a discussion of rules 
governing their issuance. The new forms 
1, 2, 3, 4, and 5 will be discussed in detail 
and compared with the old forms A, B, 


and C. Changes currently in process will 
be discussed as they are approved and 
adopted. 


Classes will meet on Wednesday from 
5:30 to 7:30 p.m. for eight weeks and the 
tuition is $25. T. R. Schulz, assistant 
manager, underwriting department, Home 
Insurance Co., will conduct the class. 





Boston Appoints Wheaton 
Manager at East Orange 


Robert J. Wheaton has been appointed 
manager of the East Orange, N. J., 
branch facilities, C. S. Hart, president 
of the Boston Insurance Group, an- 
nounces. He will be assisted by Special 
Agents Edward V. Melgar and Richard 
H. Brill in the production department 
and Paul Metro, ‘Anthony Pochnok and 
John Lindsey in the engineering and 
audit department and Robert I. Birrown 
in the loss department. 

Mr. Wheaton goes to this position with 
a background of experience with the 
Boston Insurance Group. Prior to this 


move Mr. Wheaton was associated with 
the companies’ Southern New Jersey 
territory. 





Va. Agents Defeat Plan 
To Drop Ban on Mutuals 


Members of the Virginia Association of 
Insurance Agents have rejected a pro- 
posed amendment to their constitution 
that would permit association members 
to represent mutual as well as stock fire, 
casualty, surety and marine insurance 
companies. 

A majority of the members voted in 
favor of the change at an all-day special 
convention at Hotel John Marshall. but 
a two-thirds vote was needed to change 
the constitution, Richard Earle Smith, 
secretary, said. Most state associations 
permit their members to represent mu- 
tual companies so long as they represent 
also stock companies, Mr. Smith said. 

A proposal to broaden the Virginia 
Association was first defeated at the an- 
nual convention three years ago. An- 
other such proposal was tabled at the 
1959 annual meeting in June, and action 
was deferred until this special ses- 
sion. Mr. Smith said he expects the 
proposal will come up again next year. 


N. Y. Hearing Oct. 26 
On Proposed Legislation 


The New York Insurance Department 


will hold a hearing on Monday, October 
26, on proposed insurance legislation at 
Albany in 1960. The hearing will be held 
at the New York County Lawyers Asso- 
ciation, 14 Vesey Street, and representa- 
tives of various segments of the insur- 
ance industry will discuss measures of- 
fered. First Deputy Insurance Superin- 
tendent Samuel C. Cantor will preside. 





Maryland Agents Hold 
Annual Meet Oct. 18-20 


The Independent Insurance Agents 
Association of Maryland will hold _ its 
23rd annual convention on October 18-20 
at the Hotel Emerson in Baltimore. Jo- 
seph C. Hlavin is president. The first 
business session on Monday morning, 
October 19, will be for members only. 
Governor J. Millard Tawes of Maryland 
is scheduled as the luncheon speaker. 
Speakers in the afternoon will include 
Dave Johnson, president of Florida As- 
sociation, on the 1960 advertising cam- 
paign of the National Association, and 
John N. Cosgrove, National U nderwriter. 

On Thursday morning, October 20, 
there will be another business session 
closed to members of the state associa- 
tion. Mayor J. Harold Grady of Balti- 
mide is expected to speak at the lunch- 
eon. In the afternoon there will be an 
educational session with David J. Sher- 
wood, assistant vice president, The Fund 
Companies, on automation and direct 
billing, and Lawrence F. Smith, director 
of research, NAIA, on merit rating auto 
plans. A banquet and dance will con- 
clude the convention. 


F, J. Rogers Honored on His 


Agency’s 10th Milestone D IAL 


Matar 


FRANK J. ROGERS 


Frank J. Rogers, head of his own 
multiple line agency in downtown Man- 
hattan, was given a luncheon party Oc- 
tober 2 in the Drug & Chemical Club in 
honor of the tenth anniversary of his 
agency. Arrangements were made by 
Joseph G. Sullivan, production manager 
in America Fore Loy ae Group’s metro- 
politan N. Y. department, who was toast- 
master, 

Among those who paid tribute to his 
personal qualities and his success as pres- 
ident of a prosperous agency were Greg- 
ory Rivkins, marine insurance lawyer, 
who is senior partner of the New York 
law firm of Hill, Rivkins, Middleton, 
Louis & Warburton; Clarence Fuss, head 
of Fuss & Larson, Inc.; Silas R. Franz, 
inspection agency head; Gus Drescher, 
vice president, Marine Midland Bank: 
Frank S. Ennis, vice president, America 
Fore Loyalty Group companies, and John 
Honey Russell of General Adjustment 
Bureau. 

Mr. Rogers will observe his 30th anni- 
versarv in the agency field next Janu- 
ary. He started with Hall & Henshaw. 
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Rhode Island Agents’ 
e 4 
Annual Meeting Oct. 19° 

The Rhode Island Association of In-— 
surance Agents will hold its annual 
meeting on Monday, October 19, at the 
Sheraton-Biltmore Hotel in Providence. 
At the business session, starting at 2:7 
P.M., President Elwin 7 Gammons, will © 
report, as will also Frank J. Lowrey, & 
national state director. New ee { 
will be elected. 

A series of round table discussion on | 
five subjects has been arranged. They | 
are as follows: 

R. I. Automobile Assigned Risk Plan, | 
George J. Schepens, manager, R. 
Motor Vehicle Assigned Risk Plan, New| 
York. 

Life insurance for the general lines! 
agent, William Day, New England st-) 
pervisor of agencies, Continental Assur- 
ance, Hartford. 

CPCU designation, Paul F. McLaugh: | 
lin, CPCU, assistant vice president, R. 1 / 
Mutual Insurance Co., Providence. 

Automobile merit rating plans, Wil | 
liam S. O’Brien, assistant secretary, au: § 
tomobile department, Providence Wash- 
ington Insurance, Providence. F 











Aviation insurance, L. J. Johnson) 
manager, aviation, Royal-Globe Grow. 
New York. 





A 





DAVID C. WHITE AGENCY, INC. 


55 JOHN STREET, NEW YORK 38, N. Y. 


LOCAL — COUNTRYWIDE — WORLDWIDE 
Member of the New York City Insurance Agents Assn., Inc. 


worldwide insurance 
WOrth 4-7400 
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Oil Insurance Assn. 


(Continued from Page 24) 


furnished to the entire industry, whether 
insured or not, as a public service. 

As new developments occur in any 
of these industries, immediate steps are 
taken to become acquainted with im- 
pending changes. Current projects in- 
clude studies of automation and atomic 
energy, as they may affect the under- 
writing of these classes. 

The purpose of the Oil Insurance As- 
sociation is to provide the best possible 
engineering, underwriting and insurance 
market facilities for agents and brokers, 
through its member companies, on risks 
of the oil, gas and petrochemical indus- 
tries, no matter how large or how small 
they may be. 





Andolsek on “One Stop” 


(Continued from Page 1) 


Donald L. Anderson is president. De- 
signees from the northern New Jersey 
area who received the CPCU diplomas 
from Dr. Harry J. Loman of the Amer- 
ican Institute for Property and Liability 
Underwriters were Thomas R. Farley, 
attorney, Newark; Kenneth Gesner, 


Marsh & McLennan, New York City; 


\ 


CHARLES F. ANDOLSEK 


Richard Lofberg of Clarence Lofberg 
Agency, Teaneck, and ‘Robert H. Wilson, 
Jr., special agent of Aetna Insurance 
Group, Millburn. 


“The Equitable is a very success- 
ful company which has shown a 
highly satisfactory growth over the 


years,” Mr. Andolsek said. “Moreover, 
we consider ourselves as an agent’s com- 
pany. Our agents are urged to devote 
their time exclusively to the sale of Equi- 
table coverages. We do not actively culti- 
vate brokerage business for ordinary life 
insurance. We do accept brokerage busi- 
ness for the various group coverages. It 
1S Our impression that our agents gener- 
ally have little interest in property insur- 
ance. In the Group and Ordinary field 
we do offer many lines of ‘personal’ in- 
surance to individual or group pur- 
chasers. There has, however, been little 
evidence of public demand for ‘one stop 
Insurance service’ in this area. 

What would happen if we were to add 
the Property casualty line to our cover- 
age, with the thought that each of our 
agents would sell the complete line? 

It seems obvious that if our present 
agency force was to do a successful prop- 
erty casualty business with its much 
greater demands upon the agent’s time, 
our life business would almost surely 
suffer severely unless we were able to 
greatly expand the number of agents 
under contract with us. Such an expan- 
sion would largely have to come from the 








ranks of those presently in the property 
casualty business. Most of these are 
with well estabilshed brokerage firms or 
real estate firms. I leave it to your judge- 
ment as to whether we would be success- 
ful in recruiting enough additional full 
time Equitable agents to maintain our 
present life insurance production and 
continued growth,” Mr. Andolsek con- 
tinued. 

Acquisition of a satisfactory volume of 
property-casualty business also poses a 
problem, Mr. Andolsek said. “Most of the 
business that we would acquire would be 
business that we would have to take 
away from present carriers in the prop- 
erty casualty field.” 

Dissatisfaction with the claim settle- 
ment of a property-loss would inevitably 
raise threat of transfer of the entire 
line to another agent or company, ac- 
cording to Mr. Andolsek. Underwriting 
of life insurance concurrently with prop- 
erty casualty insurance, which is what 
is contemplated in the so-called “one 
stop” sale, presents problems too, Mr. 
Andolsek said. “If the applicant was 
found to be a substandard risk for life 
purposes, requiring an extra premium, 
this in turn may jeopardize the sale of 
property casualty insurance. The appeals 
and pressures on our underwriters could 
well become a real problem. 

“Let us consider the agent who does 
succeed in acquiring a good volume of 
property casualty insurance,” he con- 
tinued. “In my view there is a definite 
limit to the number of property casualty 
accounts that an agent can service, since 
the demands upon the agent for service 
by the client are much greater in the 
property casualty field than in the life 
field. In a real sense, the property cas- 
ualty business would act as a governor on 
the life business of the individual agent. 
As his property casualty clients increase 
his new life business must inevitably de- 
crease and ultimately reach a point of 
near zero. 


Appeals and Pressures 

“The underwriting of life insurance 
concurrently with property casualty in- 
surance, which is what is contemplated in 
the so called ‘one stop’ sale, presents 
problems of its own. If the applicant was 
found to be a substandard risk for life 
purposes, requiring an extra premium. 
this in turn may jeopardize the sale of 
the property casualty insurance. The ap- 
peals and pressures on our underwriters 
could well become a real problem. Then 
too, the method by which property cas- 
valty insurance is put into effect differs 
quite radically from that of a life insur- 
ance policy. 

“A life insurance policy requires two 
‘conditions precedent’ before it becomes 
effective, namely, payment of the first 
premium and the good health of the 
applicant, whereas it is not unusual, at 
least for certain of the more common 
types of property casualty insurance, to 
have it placed in force by a telephone call 
to one’s broker who subsequently bills 
you for the premium. These essential dif- 
ferences could be a source of much con- 
fusion and misunderstanding on the part 
of both the agent and the buyer. 


Commissions 


“The concept of an Equitable agent 
selling the complete line and securing a 
large clientele who places all their insur- 
ance business with him raises some inter- 
esting questions in the area of commis- 
sions. Life commissions follow the pat- 
tern of high first year, diminishing, re- 
duced commissions in the following early 
years, followed by minimal renewal com- 
missions. This recognizes that the initial 
sale involves a real selling job and that 
conservation efforts are frequently re- 
quired in the early years. 

“Property casualty insurance, on the 
other hand, is characterized by level 
commissions. I see no possibility of a 
uniform commission scale for all lines. 
Now what is going to happen to an 
agent’s accounts when he dies? Some- 
one has got to take over his accounts, 
primarily to service the property cas- 
ualty lines. No other agent is going to 
do it unless the property casualty com- 
missions, at least, are going to be di- 
verted to him. If they are to be diverted 

by death then I am sure that the suc- 


cessful agent who has built up a number 
of good accounts is going to figure out 
ways and means of transferring these 
property casualty accounts under some 
arrangement which will avoid this result. 

“From a purely claims standpoint, I can 
visualize a difficult problem, to say the 
least, in securing a proper staff for ad- 
ministering claims under the property 
casualty lines. Since we in the life busi- 
ness are accustomed to dealing with in- 
surance which provides for payment of 
specified amounts upon the concurrence 
of the event insured against, we do not 
have ‘adjusters’ but rather investigators 
whose function is to develop the factual 
situation where necessary. Accordingly, 


a large part of our claims personnel 
would have to be secured by ‘raiding’ 
well established property casualty com- 
panies. This usually means that you must 
pay a man substantially more than he is 
getting in his present job, which, at the 
outset, would add to the cost of getting 
into the business and make our com- 
petitive position more difficult,” Mr. 
Andolsek stated. 

“On a broader basis, the entry of a 
large life company into the property cas- 
ualty field on a substantial volume basis 
would involve the use of substantial 
surplus funds built up largely by existing 
policyholders of life and annuity con- 
tracts of our mutual company.” 





accounts. 











An Agency Dedicated to 
Service -- “All Under One Roof” 


This “full lines” agency, now in its 67th year 
of continuous service to brokers and agents, is rec- 
ognized as an important factor in the rapidly de- 
veloping multiperil underwriting market. 


Ever since our founding we have been dedicated 
to “fill the needs” of local agents and brokers in 
development and expansion of their service to the 
public. This dedication continues as the background 
and motivation for the growth of our brokerage 


To provide for these multiple coverages the 
complete facilities for all property, life and dis- 
ability needs are available “All Under One Roof.” 


We face the challenge of the future with com- 
plete confidence in our joint efforts to further de- 


velop the full advantages of multiple lire operations 
to the advantage of the insuring public and our 
ability to continue the progressive and profitable 
development of the “American Agency System.” 


WL. Peratan & Sam. 


Established 1892 
General Agents and Underwriters 


FIRE - BONDS - CASUALTY - DISABILITY - MARINE - LIFE 
75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 


“A Friendly Office” 


Member of New York City Insurance Agents Association Inc. 


President 














Page 28 











ite 


Da, TR SOR RS 


THE EASTERN 
UNDERWRITER 
















October 16, 1959 











NFPA MEETS NOVEMBER 11-13 





Fall Conference at Des Moines to Hear 
About Current Trends in Fire 
Prevention and Protection 
Topics ranging from school and hos- 
pital fire safety to rural protection prob- 
lems will be covered at the forthcoming 
annual Fall conference of the National 
Fire Protection Association. The meet- 
ing, to be held in Des Moines, Iowa, 
November 11-13, will bring together sev- 
eral hundred fire safety experts from 

the United States and Canada. 

Fire marshals of both countries will 
also be on hand to attend a concurrent 
session of the Fire Marshals Association 
of North America. 

The conference will open with a dis- 
cussion of current trends in fire protec- 
tion and a report by officers of the in- 
ternational non-profit fire safety organ- 
ization, including its president, Henry G. 
Thomas, retired chief of the Hartford 
Fire Department; its board chairman, 
T. Seddon Duke of Philadelphia, and its 
general manager, Percy Bugbee. 

Morning and afternoon sessions of the 
three-day conference will treat a wide 
variety of subjects in the fire prevention 
and protection field. Among them are 
safe handling of flammable anesthetics 
in hospital operating rooms, fire alarm 
systems and extinguishers, electrical fire 
safety, and successful community fire 


Staples, Employers Mutual, 
American Management V.P. 
Stanley F. Staples, vice president of 

sales and advertising for Employers Mu- 

tuals of Wausau, Wis., an internationally 
known marketing authority, has been ap- 


pointed vice president, marketing divi- 
sion, of the American Management Asso- 


ciation. 
Mr. Staples replaces Theodore T. 
Miller, president, Polymer Chemicals 


Division, W. R. Grace and Co., New 
York City and will hold the non-salaried 
post from October 1, until the fall of 
1960, when annual appointments for 
American Management Association 
offices are announced. 

During his term of office the insurance 
executive will guide a non-salaried plan- 





prevention campaigns. There will be a 
special report on important lessons 
learned in the experimental burning of 
a school in Los Angeles earlier this year. 
Arrangements for the conference are 
being handled by a sponsoring commit- 
tee made up of Iowa members of the 
National Fire Protection Association. 
Chairman is Ed. J. Herron, Iowa state 
fire marshal, with George C. Whitmer, 
manager of the Iowa Inspection Bureau, 
Des Moines, serving as co-chairman. 
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ning council of 20 to 25 executives who 
provide counsel and guidance on pro- 
graming of conferences, seminars and 
courses in the field of marketing. All 
divisions of the AMA will hold 1,100 
meetings this year—each designed to im- 
prove management skills of the 70,000 
executives who will attend them. There 
are approximately 28,000 member com- 
panies registered with the AMA. 

Mr. Staples has served as chairman of 
a number of AMA seminars on market- 
ing and was a member of International 
Cooperative Administration marketing 
teams sent by the government to Japan 
and South America to conduct seminars 
for top management of major Japanese 
and South American industries. He is a 
member of the insurance division, of the 
planning council of the AMA’s marketing 
division, and past chairman of the Amer- 
ican Mutual Alliance sales and advertis- 
ing conference. He is past president of 
the “Tuscania” Survivors Association, 
an organization formed to commemorate 
the only American troop ship to be sunk 
during World War I. He is a member of 
the Milwaukee Ad Club, the Milwaukee 
Sales Executives Club and the Associa- 
tion of National Advertisers. 





BUETOW NAMED STATE AGENT 

Howard E. Buetow has been promoted 
to state agent of the fire, marine and 
multiple peril division of the (Continental- 
National Group’s operations in northern 


Indiana, operating out of Chicago. He 
formerly served the Illinois Inspection 
Bureau. Buetow was with another stock 
company and from 1950 to 1953 was with 
the Illinois Inspection Bureau. He trav- 
eled in western Michigan from October, 
1953 until September, 1955 for the Na- 
tional of Hartford Companies when he 
was transferred to Indiana. In Septem- 
her 1956 he traveled in Wisconsin and in 
August 1958 he was transferred to the 
Chicago Branch of the National, travel- 
ine in Illinois. 

Mr. Buetow now has his headquarters 
in the National of Hartford’s Companies’ 
Western Department office at 175 W. 
Jackson Blvd., Chicago. 





MALMQUIST PHOENIX SPECIAL 
The Phoenix of Hartford Insurance 
Companies announce appointment of Ar- 
vid C. “Jack” Malmquist as special agent 
in Kentucky. He served in both the 
Navy and Army before joining the Chi- 
cago office in February, 1954. He was 
graduated from the home office field 
training program in 1958 and returned 
to the Chicago office. 
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SAYRE & TOSO, INC.- 
W. B. BRANDT & CO,, INC. 


A MEMBER OF THE INSURANCE EQUITIES CORPORATION GROUP. 


SAN FRANCISCO * LOS ANGELES + SEATTLE * PORTLAND 


DENVER * HOUSTON * KANSAS CITY * CHICAGO +» NEW YORK 


Oklahoma Board Rejects 


Fire Cover Rate Boost 

An application to increase fire insur- 
ance rates by an overall average of 6.3% 
was rejected by the Oklahoma State 
Insurance Board. In announcing the de- 
cision, Board Secretary Louis Woodruff 
said the agency would file a written 
opinion in the case as soon as it could 
be drafted. 

He said the major factor in the de- 
cision was that the Oklahoma Inspection 
Bureau, which filed the application for 
increased rates, did not include experi- 
ence data for 1958 in its filing, a point 
brought out in a report by J. Huell Bris- 
coe, Chicago actuary hired by the board 
to study the filing. 

Mr. Briscoe said the experience data 
submitted for review represents Okla- 
homa results for the years 1953 through 
1957. “We further note,” he said, “that 
information compiled by the Insurance 
Department .. . indicates that the Okla- 
homa experience for the year 1958 rep- 
resents a substantial improvement in loss 
ratio. It is also possible that the 1958 
expense factors may be smaller to the 
extent the indicated allowable ‘loss ratio 
could vary. 

“We understand that the Oklahoma 
experience for the year 1958 is presently 
available and is broken down as to pro- 
tection and occupancy classifications on 
an earned and incurred basis. Conse- 
quently, we cannot advise your board to 
approve the proposed filing until the 
supporting data has been enlarged to 
include the 1958 experience so that the 
filing can be considered on the basis of 
the latest available five years’ experi- 


ence. 
Mr. Woodruff said the bureau could 
refile its application and include the 


1958 experience data. In its application 
for the boost, the bureau said statistics 
indicated that an increase of 15 to 18% 
Was actually needed. 





Best’s Insurance Reports, 
Fire and Casualty, Issued 


The 1959 edition of Best’s Insurance 
Reports, the 60th annual fire and casualty 
edition, is ready for immediate delivery. 
This well-known 2,000 page reference 
work gives comprehensive analyses and 
complete individual reports on the finan- 
cial condition and operations of 1,273 fire 
and casualty insurance companies in the 
United States, plus Best’s summary 
opinion or rating. In addition, condensed 
information is included covering fire 
and casualty insurance companies in 
Canada. 

Best’s ratings in 1959 have been in- 
creased on 70 insurance companies, with 
decreased ratings for 67 companies. 
Reports on 40 companies appear for the 
first time. Each company report con- 
tains a review of the company’s history, 
management, reputation, general under- 
writing practices and its reinsurance 
arrangements. Presented for each com- 
pany are many important exhibits in- 
cluding five year financial and operat- 
ing studies showing movements of as- 
sets, policyholders’ surplus, reserves, di- 
rect and new premium volume, under- 
writing ratios, investment gains, divi- 
dends and federal taxes. Complete fig- 
ures appear covering 1958 experience of 
each line of business written. 

Copies may be ordered as part of Best'’s 
Service from the home office of Alfred 
M. Best Company, Inc., at 75 Fulton 
Street, New York 38, N. Y., or from any 
of the firm’s branch offices in Boston, 
Chattanooga, Chicago, Cincinnati, Dallas, 
Los Angeles and Richmond. 





DAVIS ROYAL-GLOBE SPECIAL 


Royal-Globe Insurance Group an- 
nounces appointment of L. Dee Davis 
as special agent at Jacksonville, Fla. 
graduate of University of Georgia, Mr. 
Davis joined Royal-Globe in 1956. He 
has had special training in the New York 
office and filled assignments in Nashville, 
Louisville, and Atlanta before his new 
assignment in Jacksonville. 
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e de- 
druff Maritime Administration war risk in- 
et surance binders currently in effect, cov- 
and ering ships, their crew members and 
> de- liability, have been extended from Oc- 
ction tober 1, 1959, or from expiration of cu- 
n for rent commercial war risk policies to 
lh conform to new conditions set by com- 
Bris. | mercial underwriters, according to the 
yoard | Maritime Administration. 

| ‘The new binders will remain in effect 
data | until March 31, 1960, to give owners and 
sack the Maritime Administration time to 
“that |, study other means of dealing with the 
rance || problems brought about by new auto- 
Dkla- matic termination clauses of commercial 
rep- | insurers which broaden cancellation pro- 
po 3 visions of war risk coverage on mer- 
> the A chant ships. 
ratio © Under the former provisions of com- 


mercial insurance coverage, cancellation 
was provided 48 hhours after outbreak of 
war between the United States, France, 
the British Commonwealth of Nations or 
the Union of Soviet Socialist Republics. 

Under thee new provisions commercial 
insurance would be cancelled “upon the 
outbreak of war or upon the inception 
of a hostile act or occurrence which re- 
sults in a state of war (whichever may 
first occur and whether there be a dec- 
laration of war or not) between any 
member of the North Atlantic Treaty 
Organization and any of the contracting 
parties to The Treaty of Friendship 
Cooperation and Mutual Assistance 
signed at Warsaw, May 14, 1955, or the 
Central People’s Government of the 
People’s Republic of (China... .” 


homa 


ently : 
He 





Appeal Made to Administration 


_ The new provisions for cancellation of 
insurance led shipowners and ship mort- 
gage holders to appeal to the Maritime 


ued | holders to the 
| Administration for consideration of the 


say L problems posed by the insurance cov- 
very. » erage change. : 

otis Section 1202 of the Merchant Marine 
<a Act of 1936, as amended, authorizes the 
sail Secretary of Commerce, with the ap- 
bite proval of the President, to provide in- 
: i surance against loss or damage by war 
veer risks whenever it appears to the Sec- 
anal retary that such insurance, adequate for 
fite the needs of the waterborne commerce 
- of the United States, cannot be obtained 





| on reasonable terms and conditions from 
companies authorized to do an insur- 
ance business in a state of the United 
States. This authority was delegated to 
the Maritime Administrator August 26, 
1958. The Maritime Administration thas 
now made a new finding which author- 
izes amendment of the binder program 
a the six months’ period from October 


The war risk insurance binders written 
by the Maritime Administration provide 
for the substitution of government cov- 
erage for the commercial insurance pro- 
tection which would be cancelled in the 
event of war. Ships of the American 
Merchant Marine and certain foreign- 
flag vessels may apply for such war risk 








e of | insurance, 
inthe E Arrangements are now being com- 
fred pleted to publish in the Federal Reg- 
‘de ister amended Subparts A, B, C, and D 
any of General Order 75, explaining the 
bur 4 conditions under which the Maritime 
tlas Administration will write the new cover- 
' |) age. The American War Risk Agency, 
) agent for the Maritime Administration 
é ar Risk Insurance Program, was 
| slated this month to distribute forms 
.L P of binder endorsement to owners whose 
an- {| SOMmercial war risk insurance expires 
avis | i late September or early October. 
“A Other Owners may apply prior to ex- 
Mr. Piration of their current policies for 
He endorsement of their binders. The binder 
rork endorsement will require signature of the 





ca or authorized broker acknowl- 
fdging acceptance of the amendments, 








Maritime Administration War Risk 
Binders Extended For Six Months 


including agreement to pay premium if 
binders become activated. 

At the present time, approximately 
2.859 binders are outstanding on vessels 
for war risk hull, P & I, and second 
seamen’s coverage on U. flag and 
other eligible vessels. 


AUTO CLAIMS ASSN. TO MEET 
The Automobile Claims Association of 


New York will hold a dinner meeting at 


DePalma’s Restaurant on Tuesday eve- 
ning, October 20. President Mario R. 
Cacace will preside. D. W. Harrison, of 
Shatterproof Glass Corp., will show a 
film “Working With Windshields” which 
will consider auto glass replacement 
problems. At present the annual insur- 
ance bill for glass replacements exceeds 
$100,000,000, the association states. 


Ky. High on Auto Fires 


Kentucky has three times as many au- 
tomobile fires as the national average, 
and almost all of them are blamed on 
arsonists, R. F, Elliott, Louisville, in- 
surance man, told the Kentucky Auto- 
mobile Arson Seminar. He said that of 
every 29 automobile fires in the state, 
26 are set. Tihe Kentucky automobile 
fire average is 28.7 a year; the national 
average, 10.5, he said. 
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The one format for AUTOMOBILE - BURGL 
DWELLING - HOMEOWNERS ° INLAND 


Check the features shown below 





2. Set 2 tab and 1 decimal position on stub—standard data position 
the same on all policies. (3 positions instead of 7 or more, no 


“weaving” back and forth—typing area des 
venience and efficiency.) 





4. Insert in separate jacket—window opening 
insured’s name and address, policy term, 
necessary on jacket.) NOTE: text is guarant 
policies. 


AND — SIMPLIFIED DATA PROCESSING! 


CODE BLOCK AREA-—standard on all “Short Write’ policies. 
Designed to permit straight line recording of data for translation 
to punched cards, paper and magnetic tape for electronic com- 
puter input. Simplifies procedures, increases accuracy and speed 


in producing needed records, statistics, special 


as 


igned for utmost con- 
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3. Snap the forms out, discarding carbons—clear copies for home 
office, agent, certificate of insurance, PLUS cards for any inter- 
office system (if desired)—ALL IN ONE TYPING. 
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1. Insert Reddi-Snap carbon loaded declarations in machine. (No 
hand-interleaving of carbons, out of line typing, left-out pages.) 
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shows policy number, 
agency. (No typing 
eed on “Short Write”’ 


reports. 





5. Fold and insert in special window envelope showing insured’s 
name and address—seal and stamp. (No duplicate typing of en- 
velopes, no chance of error.) 





Full information about printing and data processing services on request to Dept.£ of any of our offices. 
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Underwriters Hope To Educate 
Shippers On “Clean Bills’ Problem 


As a stu- 
dent of the subject he had read the var- 
ious proposals advanced by underwriters 


Marine underwriters are seriously con- 
cerned over the practice among shippers 
of issuing letters of indemnity in order to 
obtain “clean” bills of lading on cargo 
shipments, Emil A. Kratovil said at the 
recent conference of the International 
Union of Marine Insurance in London. 

Reporting to the union’s committee on 
clean bills of lading, Mr. Kratovil, first 
vice president of the American Institute 
of Marine Underwriters, said the practice 
was only too common in the United 
States since cargo owners thus were able 
to expedite both shipment of the goods, 
and payment under letters of credit. 

Mr. Kratovil, who is also president of 
Carpinter & Baker, said inadequate pack- 
aging is often a contributory factor. “It 
is not surprising that the carrier would 
the bill of 


note defective packages on 
lading, for his own protection.” He 
added that “in such cases it is not un- 


common for shippers to issue a letter 
of indemnity, in return for which the 
carrier is willing to issue a clean bill of 
lading, thus allowing the shipper to col- 
lect his funds.” 


Many Heavy Claims Possible 


Since the underwriter is often unaware 
of the existence of a letter of indemnity, 
and the conditions which gave rise to it, 
the possibilities of heavy and unexpected 
claims are apparent, he said. Mr. Krato- 
vil added that in at least one court case 
the judge had commented that if pur- 
chasers and banks felt they could no 
longer trust bills of lading, the disadvan- 
tage to the commercial community would 
far outweigh any conveniences provided 
by giving “clean” bills of lading against 
indemnities. 

“It would be gratifying to be able to 
report that the practice of issuing clean 
bills of lading against letters of indemnity 
is on the decline in the United States,” 
said Mr. Kratovil. “Unfortunately, this 
does not seem to be true. 

“It has been reported, for example, that 

carrier keeps pads of ‘hold-harmless’ 
forms on the pier in order that shippers’ 
representatives may fill them out and 
obtain clean bills of lading without delay. 
Another shipping company keeps a sup- 
ply of mimeographed forms on hand for 
the same purpose, although the receving 
clerk stated that the line ‘would prefer 
a letter of indemnity on the shipper’s 
own letterhead.’ 

“It seems obvious that a major con- 
sideration in the minds of both shippers 
and carriers is the avoidance of unneces- 
sary delay. One carrier said, that 99% of 
these letters are issued only to expedite 
shipment: there’s no fraudulent intent 
at all, on the part of either the shipper 
or the carrier. He added that in spite of 
the great number of letters of indemnity 
issued, only a very few resulted in com- 
plaints or court action. Another con- 
sideration which made the practice so 
widespread, in his view, was that it was 
almost invariably cheaper to recondition. 

“Another shipping-line representative 
said that in his opinion the marine under- 
writers and admiralty lawyers were tak- 
ing a ‘rather parochial point of view of a 
practice which benefits not only the ship- 
per and consignee but the carrier and the 
banker as well.’ 


one 


Held Necessary Practice 


“A freight-forwarder volunteered the 
opinion that the issuance of letters of 
indemnity in order to obtain clean bills 
of lading was not only a common but a 
necessary practice. ‘Otherwise,’ he said, 
‘we couldn’t get the goods moved.’ 

“He pointed out that the necessary 
alternative would be to incur cable costs 
of $100 or $150 in order to get the terms 





of the letter of credit changed. 


and bankers which were designed to 
ameliorate the present situation, but he 
did not feel that any of these was a prac- 
tical substitute for the issuance of a let- 
ter of indemnity. 

“If these comments represent the opin- 
ions of a large proportion of shippers, 
forwarders and carriers in the United 
States, underwriters are indeed faced by 
a serious situation. Not only are the 
underwriters often unaware of the exist- 
ence of a letter of indemnity, but it is 
often true that the shipper himself has no 
knowledge of its existence either, since 
in many cases the letter is issued in his 
behalf by a forwarder. There is here, of 
course, an apparent failure to disclose 
a material fact, which might tend to viti- 
ate or void the policy of insurance. How- 
ever, it would be difficult to convince an 
assured that he had any obligation to re- 
veal a fact *s . hich he had no knowledge 
at the time declaration of the risk. 


i Risks Cited 

“Specific risks in connection with which 
American underwriters have experienced 
difficulties due to the issuance of letters 
of indemnity include baled cotton ex- 
ported to Japan and India; used clothing 
to Italy, North Africa and the Near East, 
and rags and cloth remants to Italy. In 
each of these cases, inadequacy of the 
bale is a contributing factor, and in each 
case it is not surprising that the carrier 
would be likely to note defective packages 
on the bill of lading, for his own protec- 
tion. In such cases it is not uncommon 
for shippers to issue a letter of indem- 
nity, in return for which the carrier is 
Ww illing to issue a clean bill of lading, thus 
allowing the shipper to collect his funds. 

“Many american underwriters feel that 
a partial solution to the problem can be 
achieved if the carriers can be persuaded 
to be somewhat less eager in clausing 
bills of lading,” Mr. Kratovil declared. 
“For example, some surface rust can 
normally be expected on steel sheets and 
structural members, and it seems un- 
necessarily cautious to note that a ship- 


ment was ‘rusty’ on the bills of lading, 
thereby perhaps leading an equally cau- 
tious banker to delay or refuse payment. 

“This comment is not, of course, in- 
tended as a criticism of bank practice. 
Banks are not organized for the purpose 
of judging the condition or specifications 
of shipments financed by them. These 
factors and the determination of the de- 
gree to which any shipment might be 
damaged or short-landed are properly 
within the province of the marine sur- 
veyor. The banker’s only obligation is to 
make sure that, as far as possible, the 
terms of the letter of credit are met. 
One can hardly blame the banks for 
their determination not to compromise on 
this point. 


Problem Likely to Continue 


“The practice of issuing clean bills of 
lading against letters of indemnity will 
probably continue to trouble us for some 
time. In practice, the situation might not 
be so serious provided all the parties at 
interest, including the consignee and the 
underwriter, were so informed. However, 
this seems a counsel of perfection which 
is not likely to be heeded. 

“Since this is the case, underwriters 
can only take courage from such actions 
as that taken by the Working Party on 
Clean Bills of Lading of the Commission 
on Banking Technique and Practice of 
the International Chamber of Commerce 
in their report of October 30, 1957, which 
said in part, ‘The Working Party con- 
siders it imperative that everything pos- 
sible should be done to ensure the aboli- 
tion of such a practice, the letter of in- 
demnity being always objectionable, often 
illegal, and likely to lead to unfortunate 
consequences.’ 

“We may also take encouragement 
from the ruling of the Court of Appeal in 
England which held that a letter of in- 
demnity issued in order to obtain a clean 
bill of lading was unenforceable at law, 
holding that courts would not enforce an 
agreement for which the consideration 
was an unlawful act, i.e., the issuance of 
a clean bill of lading while fully aware 
of a deficiency. One judge commented 
that if purchasers and banks felt that 
they could no longer trust bills of lading, 
the disadvantage to the commercial com- 
munity would far outweigh any conven- 
iences provided by giving ‘clean’ bills of 
lading against indemnities. 

“Since this problem has had the atten- 
tion of the Union for more than 30 years, 
it does not seem likely that it will be 
solved in the near future. Underwriters 
can and should, however, continue to 
bring its evils to the attention of the 
international commercial community. 
Perhaps over the long term we may ac- 
complish by education what we would 
like to bring about by way of instant and 
simultaneous reform.” 
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MANUFACTURERS OUTPUT Sul e 
Sulphi 
and similar covers Stal 
execut 
& ing. N 
& of the 
Atlantic Companies Open | _,,'' 
i rather 
Midtown N. Y. City Office | always 
The Atlantic Companies (Atlantic Mu- eq 
tual and Centennial) have opened a mid- Ff a wt 
town branch office in New York City, § idea. 
according to Miles F. York, president, é. 
J 
The new office, under the supervision of P S™P!OY 
on as of the 
Robert F. Goode, manage¥t, is located F nature 
on the second floor of 355 Lexington f at “Ok 
Avenue (at 40 Street). I feel 
“This office is staff with trained Atlan- [ the rec 
tic personnel to service all lines written We 
by the companies for the city area north f Cliff C. 
of 14th Street,” Mr. York said. The f deans in 
main office of the Atlantic Companies is brier bu 
currently at 770 Broadway. Late in No- friends, 
vember it will return to the new Atlantic} of @ bac 
3uilding at Wall and William Streets— ization 
the same corner occupied by the firm for wife hac 
108 years. Sulphur 
‘ trip was 
RB. 
2 S Elwell, ; 
Texas Auto Premiums Up 7 Enel 
onn 
Over 5% to $273,996,906 two of (¢ 
Harold C. Hartling, superintendent off National 
the automobile department in the South-f} Surety / 
western office.of the Hartford group inf’ York. I 
Dallas, was elected chairman of thef trom th 
Texas Automobile Insurance Servicef atter mat 
Office at its annual meeting in Dallas— semor 1 
to succeed ‘A. H. Parson of the Floyd oldest. FE 
West & Co. general agency. to the bc 
Principal business at the meeting was}} partner < 
the annual report of Manager J. Don} who brow 
Squibb, which showed that the 350 mem-{ to the cor 
ber companies wrote total auto pref Mr. Hz 
miums in Texas in 1958 of $273,996,%08, be his las 
an increase of 5.1% over 1957. Sulphur. 
By lines the premiums were as fol- case! 
lows: bodily injury, $97,902,395, anf} Fine Adc 
increase of 9.5%; property damage, $4-) After a 
358,017, up 11.2%; comprehensive, $36;/) ne weat 
685,619, up 14.5%; collission, $76,360,182 /— session of 
decrease of 4.3%; fire and theft, 6; Monday 
942,232, down 10.1%, and all other cover-f) Presidenti: 
ages, $1.748,461, down 37.7%. cer, NACS 
The Employers Liability, Standard Ac § | dent of F 
cident and Millers Mutual Fire of Fort) deep impr 
Worth were elected to the governing® 2€ more ‘ 


committee. { 
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1959 M. V. Regulations f tougher. 
Motor vehicle registrations are ep Mr. Ols« 
pected to reach 70,416,000 for 1959, of The Green 
3.1% more than in 1958, according tf and Mrs, 


a Highway Administrator B. DB 
fallamy. This increase reverses the de 
clining trend of recent years. 
California leads the States in expectelf 
total 1959 registrations with 7.3 milf 
lion, followed by New York with 43 
million. Texas and Pennsylvania wi h 
each have slightly over 4 million; Ohid 
Illinois, and Michigan, 
New Jersey and Florida, over 2 millionf 
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Personalities At White Sulphur 


Joint Casualty-Surety Meeting 
By Wattace L. Ciapp 


No better introduction to this annual round-up of personalities at the White 


Sulphur Springs 


nostz lgic message received from Edward M. 


casualty-surety joint convention (Oct. 4-7) can be given than the 


Allen, retired National Surety Corp. 


executive, who for many years was our guest columnist in writing about this meet- 
ing. Now living in Pass Christian, Miss. with Mrs. Allen, Ed is still a keen observer 


of the “passing show” 


of insurance events and people. 


He writes: 


“We had planned on being among those present at White Sulphur but after a 


rather humid and hectic summer we were not quite up to it. 
family gathering of congenial friends and 
high-hat or stilted about it, and there never will be 


always has impressed me as being a 
neighbors. There is nothing ! 


if the joint convention committee continues 


This annual meeting 


to follow the ideas and planning of 


the original group of insurance executives who gave birth to the White Sulphur 


idea. 


“They wanted to hold a convention of company executives, agents and their 


employes, away 


from big city distractions, and where the peace, quiet and serenity 


of the mountain atmosphere would take the sting out of the hotly competitive 


nature of their business. 
at “Old White,” or the Casino, 


Many a knotty problem of the Industry has been settled 
The Greenbrier lobby, 
I feel safe in saying that anyone seriously attending the convention sessions, 


or at the famous 19th hole. 
or 


the recreation intervals, will leave White Su'phur relaxed, rested and even-tempered, 


to say the least.” 

We had looked forward to greeting 
liff C. Jones of Kansas City, one of the 
deans in the agency ranks, at The Green- 
brier but much to the regret of his many 
friends, Cliff had to miss the trip because 
of a back injury which required hospital- 
ization for several days. His son and 
wife had also planned to drive to White 
Sulphur with the Cliff Jones’s but their 
trip was also called off. Representing 


R. B. Jones & Sons, Inc. was B. A. 
Elwell, its assistant manager, and Mrs. 
Elwell. 


John T. Harrison and Mrs. Harrison, 
two of Cliff Jones’ oldest friends in the 
National Association of Casualty & 
Surety Agents, arrived early from New 
York. He and (Cliff have both retired 
from the NACSA board of directors 
after many years of service. Cliff was its 
senior member and John was second 
oldest. He was happy over the election 
to the board of John Langhorne, senior 
partner of Flynn, Harrison & Conroy, 
who brought Mrs. Langhorne with him 
to the convention. 

Mr. Harrison told me that this may 
be his last year of attendance at White 
Sulphur. Let’s hope that such is not the 
case! 

Fine Addresses by Mercer and Olson 

After a day of sunshine on Sunday, 
fine weather for golfers, the opening 
session of the joint convention took place 
Monday morning with two outstanding 
presidential addresses. Beverly H. Mer- 


| cer, NACSE leader who is the able presi- 


© derwriting. C. W. Olson, Jr., 


S in- law, 


dent of Fidelity & Deposit Co., made a 
deep impression in urging | companies to 
be more “profit conscious” in their un- 
NACSA 

sounded a note of warning 
complacency at a time when 
writer competition is getting 


president, 
against 
direct 


» tougher. 


Mr. Olson must have brought joy to 


| The Greenbrier management because he 
om and Mrs, 


Olson brought along five of 
their family—C. W. Olson, III, and his 
wife, Mary; W. P. Steffen, Jr., his son- 
and his wife, Nancy, and_ his 
daughter, Peggy Olson. 

Another of the White Sulphur “faith- 
fuls” on hand was George Blossom, i foe 
head of Fred S. James & Co., Chicago, 
who shares with Messrs. Jones and Har- 
tison the distinction of longest attend- 
ance at White Sulphur. The gracious 
Mrs. Bl lossom accompanied him and so 
did his son, “Bud,” now a member of 
the NACSA’ board’ and on its press re- 
ations committee. 

Officially J. Dewey Dorsett is secre- 
lary-treasurer of NACSE but he does 


such a good job of welcoming arrivals 


from the early morning train in the 
lower lobby ot The Greenbrier that | 
always think of him as the “unofficial 


greeter.” He and Mrs. Dorsett in their 
best North Carolinian manner have the 
faculty of making folks feel at home. 
Another North Carolinian, Nathan 
(Continued on Page 34) 
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Speakers Program for 
IAC Meeting Ready 


SET FOR NOVEMBER 18-19 IN N. Y. 





Theme Will Be “How to Do It”; Panel 
Discussion to Feature Advertising, Sales 
Promotion of New Policies 





Nicholas Samstag, promotion director 
of Time Magazine, and a number of 
other outstanding speakers will speak at 
the mid-year meeting of the Insurance 
Advertising Conference to be ‘held in 
New York City at the Statler-Hilton on 
November 18-19. 

Other advertising and insurance indus- 
try figures scheduled to speak are: Carl 
Harris, vice president of Young & Rubi- 
cam, New York adv ertising agency; Wil- 
liam Gillam, manager, research division 
of National Bureau of Casualty Under- 
writers; Howard A. Berrian, assistant 
general sales manager, C. F. Mueller 
Co. of Jersey City; Herbert Kramer, ad- 
vertising manager ‘of The Trav elers; H. 
Paul Abbott, personnel secretary, Insur- 
ance Company of North America, and 
C. F. Scheer, advertising manager, 
Zurich-American. 

A panel discussion will be chairmaned 
by William J. O'Meara, assistant adver- 
tising director of Aetna Casualty & 
Surety. 

Subjects to Be Presented 


Mr. Samstag has chosen “They Win 
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the Battles and Lose the Wars” as the 
title of his address, to be presented at 
the banquet Wednesday evening, No- 
vember 18. Associated with Time for 
19 years, he is the author of several 
books on sales promotion and persuasion. 
He is the 1958 winner of the Myles Kim- 
ball gold medal—awarded each year to 
the man who has done the most for di- 
rect mail advertising and sales promo- 
tion. 

Mr. Harris will present material de- 
veloped by Young & Rubicam to stimu- 
late creative thinking. “The Special Au- 
tomobile Policy and Safe Driver 
Program” will be discussed by Mr. Gil- 
lam. 

Mr. Berrian, a frequent speaker be- 
fore sales conventions in many fields, 
will talk on the dealer relationship and 
sales promotion allied to it. 

Mr. Kramer will deal with life insur- 
ance advertising as related to advertis- 
ing in the casualty property fields. A 
new and highly effective employe rela- 
tions program for INA will be explained 
to the assembly by Mr. Abbott. 

Mr. Scheer will cover “Mr. ZA—from 
A to Z” in a discussion of the Zurich- 
American’s current Mr. ZA ad program 
The panel under Mr. O’Meara will deal 
with the advertising and sales promotion 
of new policies. 

The general theme of the meeting, ac- 
cording to Program Chairman T. Ram- 
say Taylor, assistant secretary, U. S. F. 
& G. and first vice president of I. A. C.,” 
will be “How to Do It.” Additional 
speakers are being arranged for, he 
notes, to complement those already an- 
nounced. 


REGISTERS STOCK WITH SEC 
U. S. F. & G. Stockholders May Sub- 


scribe to New Issue on 1 for 5 Basis: 


$10 Million Life Affiliate Planned 


United States F. & G. of Baltimore 
has placed a new issue of 910,743 shares 
of capital stock in registration with the 
Securities & Exchange Commission. 
Upon the registration statement becom- 
ing effective, stockholders of record at 
that time will be offered the right to 
subscribe for the additional shares on the 
basis of one share for each ‘five shares 
held. 

Purpose of the proposed sale of the 
910,743 shares is to provide the company 
with additional capital and surplus which 
will support a continuing growth in the 
volume of net premiums written. In 
addition to the anticipated increase in 
premium volume in the lines currently 
handled by the company, a wholly-owned 
subsidiary is to be incorporated for the 
purpose of writing life insurance. 

It is expected that U. Sie Foxe -Gs 
initial investment in this life insurance 
subsidiary will be approximately $10,- 
000,000. 

The new issue will be underwritten by 
a group of investment banking firms 
headed by Alex. Brown & Sons, Baker, 
Watts & Co., John C. Legg & Co., and 
Stein Bros. & Boyce. 

United States F. & G. began opera- 
tions in 1896 and, based upon published 
comparative statistics of net premium 
writings, ranks fourth in size among 
American fire and casualty stock com- 
panies. 


HOMEOWNERS RATE IN KY. 

Kentucky Insurance Commissioner C. 
P. Thurman as of September 29, an- 
nounced at Frankfort, Ky., a 10% reduc- 
tion in premium rate of homeowner pol- 
icies, this being the second 10% reduc- 
tion this year. The first was made in 
January. The lower rates became effec- 
tive immediately on all new and renewal 
policies. 
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Allstate to Give 10% 
Discount for Small Cars 


IT IS JUSTIFIED BY EXPERIENCE 





President Branch Says Compact and 
Small Cars Cause Less Damage in Ac- 
cidents Than Standard Size Cars 





Allstate Insurance Companies have an- 
nounced a 10% discount on insurance 
premiums for compact and small cars, 
reportedly the first rate reduction offered 
by a major automobile insurer specifi- 
cally to owners of these cars. The in- 
surance offered is Allstate’s regular Cru- 
sader policy. 

The new discount will apply to all 
qualified cars unless they already are re- 


ceiving a 25% second car discount, 
offered when there are two cars in a 
family. 


President Judson B. Branch of All- 
state said the 10% discount will apply 
on the B. L., P. D., collision and medical 
payments coverages for private passen- 
ger autos of limited size, weight, horse- 
power and price. 

The new Ford Falcon and Chevrolet 
Corvair sedans are among cars eligible 
for the insurance savings, he noted. The 
Chrysler Valiant sedans, scheduled for 
introduction later this month, also are 
expected to qualify. The Rambler 
American, Renault, Hillman, Vauxhall 
and many models of the Studebaker 
Lark, Volkswagen, English Ford and 
Fiat are eligible. In addition, models 
of the Simca, Triumph TR-10, Opel and 
certain other makes also will qualify. 


Discount Effective November 1 


Allstate will offer the discount Novem- 
ber 1 in Illinois, California, West Vir- 
ginia, Montana and in other states 
where this program has been submitted 
to State Insurance Departments and re- 
ceived approval. The rate reduction will 
apply in these states on all new policies 
and on existing policies as they are re- 
newed after that date. 

Mr. Branch said Allstate hopes to 
offer the discount in all states where 
state regulations or other reasons do not 
prevent its use. 

“Our experience in insuring compact- 
type cars indicates that due to lower 
acceleration, smaller size and weight, 
better maneuverability and related fac- 
tors, these cars cause less damage in an 
accident than the standard size cars,” 
he explained. 

“Compact cars also have been designed 
general for economy and ease of mainte- 
nance and repair. Manufacturers have 
made a major effort in their engineering 
of these automobiles to help curb rising 
repair costs,” Mr. Branch said. 

Reduction of glass area, use of bolt-on 
fenders in many models, restrained orna- 
mentation, accessibility of engine and 
other parts subject to repair work all are 
important factors in making lower cover- 
age rates possible, he added. 

The reduced rates will be applicable to 
cars in the lower price range not exceed- 
ing 2,750 pounds, 200 inches in overall 
length and 125 brake horsepower. Price 
limitation is $2,300, F.O.B. at the factory 
for domestic cars or at port of entry for 
foreign cars. This is the “stripped- 
down” price, and thus the compact cars 
that ultimately may cost more because 
of extra equipment, domestic transporta- 
tion, make-ready costs and certain other 
charges, still will be eligible. Models 
of 1954 or later are eligible, with the 
original F.O.B. or P.O.E. price as a 
criteria. 

“The 1955 Rambler sedans and 1954 
Studebaker Champion Custom sedans are 
examples of earlier model automobiles 
which will qualify for the discount,” Mr. 
Branch pointed out. “Allstate agents 
will be fully informed as to which cars 
are eligible.” 





TRANSFERS JAMES P. CLARKE 

James P. Clarke has been appointed by 
Standard Accident to production man- 
ager of its Chicago branch which he 
first joined in 1946. He served the com- 
pany also in Milwaukee and was most 
recently manager of the Mount Vernon 
office of the company, 


Program Announced for NAII’s Big 
Annual Meeting at Washington, D. C. 


Assigned risks, claims and awards, and 
public opinion of the casualty industry 
will be featured topics during general 
sessions at the 15th annual meeting of 
the National Association of Independent 
Insurers, General Manager Vestal Lem- 
mon announces, 

Luncheon speakers for the meeting, 
which is scheduled for the Sheraton Park 
Hotel, Washington, D. C., October 26-28, 
will be Roger Kenney, insurance editor 
of the United States Investor, and 
Georgia Congressman Philip M. Lan- 
drum. 

Mr. Lemmon also announced the es- 
tablishment of an NAII public service 
award, the first of which will be pre- 
sented during the meeting. It was 
planned that the award would be made 
when warranted to an individual not di- 
rectly engaged in the insurance business 
and who, in NAII’s opinion, makes an 
outstanding contribution to public under- 
standing of insurance industry problems. 

Mr. Kenney’s topic is “The Battle of 
the Potomac.” Representative Landrum 
will discuss the “Labor-Management Re- 
porting and Disclosure Act of 1959—the 
Landrum-Griffin Bill.” 

Featured at the Monday session will 
be the presidential address by Preston 
Estep, president, Transit Casualty Co., 
St. Louis; the general manager’s report, 
and an address by Nevada Commissioner 
Paul Hammel, NAIC president. Monday 
afternoon will be devoted to tours of the 
city and a cocktail party, both provided 
by Government Employees Insurance Co. 
The annual banquet will be held that 
evening. 

The Tuesday morning session will 
open with a slide film presentation, “Sea 
Power,” presented by the Potomac River 
Naval Command, U. S. Navy, followed 
by the claims and awards panel. 


Panel Participants 


Participating in the panel will be Mark 
O. Roberts, president, Standard Mutual 
of Springfield, Ill., who will cover “Dis- 
closures of Policy Limits’; Verne Wil- 
liams, Miami (Fla.) Daily News re- 
porter, Claims 


“Exposing Fraudulent 


Practices’; Arne Fougner, president, 
Christiana General of Tarrytown, N. Y., 
“Rehabilitation—Its Role in Third Party 
Liability Cases,” and Dr. Thomas D. 
Rees, New York City, “Reconstructive 
Plastic Surgery—Major Facial Injuries.” 

Representative Landrum will address 
the Tuesday luncheon meeting, followed 
by Irving Gilman, vice president, Insti- 
tute for Motivational Research, Croton- 
on-Hudson, N. Y. Mr. Gilman will dis- 
cuss his institute’s research in consumer 
attitudes toward insurance companies. 
Then will come the NAII member com- 
panies’ executive session. 


Wednesday’s Speakers 


The Wednesday morning meeting will 
open with an address by Don ood, 
president, the Fyr-Fyter Co., Dayton, 
Ohio, on ‘How the Fire Equipment In- 
dustry Can Better Serve Fire Insurance 
Companies.” Next ‘Russell I. Brown, 
president, Insurance Institute for High- 
way Safety, Washington, D. C., will dis- 
cuss “What the Institute Plans to Do.” 

Final item on the program will be the 
assigned risk panel during which P. N. 
Snodgrass, president, General Casualty 
of Wisconsin, will cover the youthful 
driver supplement; John H. Carton, 
president, Wolverine of Battle Creek, 
Mich., will discuss the assigned risk as 
a separate classification, and William C. 
Searl, president, Auto-Owners of Lan- 
sing, Mich., will explore the possibilities 
of setting up a company to insure 
assigned risks exclusively. 

Mr. Lemmon said advance registration 
for the meeting had passed the 700 mark 
and that a final attendance of about 800 
is expected. A_ special program is 
being arranged for the ladies, he said, 
and will include tours, a tea at one of 
the embassies and a bingo party. This is 
in addition to the luncheons, receptions 
and banquets open to all delegates. 


ELECT MSGR. HARRINGTON 
The Montana Blue Cross re-elected 
Rt. Rev. Msgr. Daniel Harrington of 
Helena president at its convention in 
Great Falls. 





HANMER ADVISES AETNA AGENTS 


Springfield Representative Recounts 
Sales Methods to Aetna Casualty 
Graduates; Awards Given 

“Get yourself in the public eye as an 
insurance man who knows what he’s 
talking about, then prove that you really 
do.” 

That was the advice given to members 
of the 178th Aetna Casualty & Surety’s 
sales course session at Hartford by 
Henry F. Hanmer, a representative of 
the company at Springfield, Mass. Mr, 
Hanmer spoke at the recent graduation 
dinner that concluded the course. 

Mr. Hammer, who joined Field, Eddy 
& Sulkley in Springfield 18 months ago 
as an agent after a number of years as 
a marine state agent for Aetna Casualty 
in other parts of the country, said the 
agency’s advertising program had helped 
him establish himself in the community 
rapidly. 

“After my picture appeared in the 
local newspapers a time or two in ad- 
vertisements featuring individual agents, 





I found that even cold-canvass prospects | 


recognized me,” he said. 

The course was led by Robert L. 
Allen of Tulsa, Okla. Other blue ribbons 
for high scholastic standing went to 
Hubbard D. Sweet of Palmer, Mass; 
Richard Huttenlocher of Pontiac, Mich,; 
Conrad R. Faulk of Clarksdale, Miss.; 
Ashby R. Carver of Montross, Va.; Wil- 
liam M. Sutcliffe of Hartford; Norman 
L. Paulsen of San Francisco; David C 
Brown of Los Angeles; Leonard Berg 
Jr. of Detroit; Robert E. Mundy II of 
Mount Carmel, Ill.; Alfred G. Grise of 
Des Moines, and Merlin W. Porter of 
Salinas, Calif. 

Gold ribbons for demonstrating out- 
standing insurance sales techniques were 
awarded to Messrs. Allen, Faulk. Gris: 
«nd Berg, and to James B. Bond of 
Navasota, Tex.; Philip Kind Jr. of Phil- 
adelphia, and Frank M. Tunno of Port- 
land, Ore. 


HARTFORD PROMOTES McGANN 

Appointment of John F. McGann as 
superintendent of the electronic program- 
ming department of the Hartford Fire 
Insurance Company Group is announced. 
Mr. McGann, who attended Hartford 
schools and Hillyer College, joined the 
Hartiord Accident and Indemnity in De- 
cember, 1954. He previously had been 
with the Life Insurance Agency Manage- 
ment Association. 














pkegrenemeees 


Establish and build your own Direct Agency— 
highly attractive agency appointments in select 
territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 












LET’S END 
THE CONFUSION 


Unless prospects know what we mean, we only 
confuse them. Aware of this costly problem, 
National Casualty makes sales aids available 
that are geared to the prospect’s viewpoint. 

Yes—National meets the demands for modern 
sales methods and quality Disability Income, 
Hospital and Surgical coverages for the In- 
dividual, Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 
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Alexander Dean, Minneapolis, chair- 
man of the NAIA accident prevention 
committee reported at Chicago that 
considerable correspondence among 
' members of the committee shows that 
| the National Association can best exert 
its efforts in this field in two ways: by 
| providing assistance to states on pro- 
jects already selected by those associa- 
tions; and by stimulating interest in a 
variety of approved programs in those 
states desiring ideas and suggestions. 
' Four main areas of activity are recom- 

mended to the states, the report said. 
1) Work closely with public schools in 
a community on a program of school 
safety; 2) Work closely with judges and 


' | Jaw enforcement officials on youth safety 


' meetings in connection with automobile 
insurance and traffic safety; 3) Promote 
the No-Accident program of high school 
driver accident prevention sponsored by 
the Association of Casualty and Surety 
Com)-nies: 4) Continue to promote the 
high school education program. 


Highway Safety Contest 


“When the Association of Casualty and 
Surety Companies decided to drop the 
sponsorship of our Highway Safety 
Award program,” Mr. Dean stated, “due 
to what they termed insufficient interest 
displayed by the various local and state 
associations, the NAIA executive com- 


Accident Prevention Programs For 


States Offered by NAIA Committee 


mittee gave approval to the National 
Association sponsoring the Highway 
Safety Contest. Therefore, the plaque 
for the state winner and the special 
commendatory certificates for the win- 
ning local associations this year will be 
provided by the NAIA. The only dif- 
ference from past years will be the 
elimination of the $250 checks which 
were given to the local association win- 
ners. 

“Your committee sent out to state and 
local association officers an article on 
Driver Education reprinted from The 
American School Board Journal provided 
by the Association of Casualty and 
Surety Companies, 

“This year, your committee sent to 
every state association a summary of 
recommendations made for each state 
by the President’s Committee on Traffic 
Safety. The associations were urged to 
bend every effort to accomplish the aims 
so well set forth. 

“Members of the National Association 
are urged to take the lead in seeing to it 
that active highway safety programs are 
developed in every town in the country. 
Only by unrelenting attack on the prob- 
lem of highway accidents can any pro- 
gress be made to reduce the slaughter 
and the maiming on the highways and, 
at the same time, ease the terrific burden 
on our companies.” 





Maryland Commissioner 


Backs Auto Merit Rating 


Maryland Commissioner of Insurance 
F. Douglass Sears said before a hearing 
of the judiciary committee of the Leg- 
islative Council, October 1, that the fa- 
vored “in theory and in principle” a 
_ merit rating plan for private passenger 
_ auto insurance. The Commissioner’s 
statement supports the position taken by 
the Independent Insurance Agents Asso- 
ciation of Maryland, Inc., that merit 
—~ is in the best interest of the pub- 
ic. 

_F. Addison Fowler, Baltimore, speak- 
ing on behalf of the agents association, 
said that merit rating would reward the 
careful driver with a reduction in his 
insurance premium; however, the system 
would not make the cost of insurance to 
the careless driver so high that he 
wouldn’t purchase it. 

F The association,” said Mr. Fowler, 
has gone on record as supporting the 
Principle of merit rating for automobile 
liability insurance, because of its stimu- 
_ lus to highway safety.” 

tr. Fowler invited the Legislative 
| Council and all other interested parties 
to similarly endorse the principle of 
merit rating, Following Mr. Fowler’s 
Presentation, the judiciary committee 
passed a resolution introduced by Cecil 
County Delegate William F. Burkley en- 
dorsing the theory and principle of merit 
tating, 





-ACCO Branch Office Moved 


The Manchester, N. H., branch office 
of American Casualty has moved into 
new quarters at 45 Market Street. 

Resident Manager of the Manchester 
tanch office of the company is H. Rich- 
ard Spurway. 

Multiple line services of American 
asualty and its affiliates, Valley Forge 
ife Insurance and Valley Forge Insur- 
ance, are provided by the new office. 

Branch office department heads are: 
Wilfred J. Window, underwriting man- 
ager; Thomas J. Boyd, Jr., fire and ma- 








tine manager; Thomas B. Mullen, claims 
Manager; Robert L. Dunn, claim ad- 
Mster; and James A. Gillchrest, Jr., 
multiple line field representative for the 
tate of Maine. 









Change in Company Name 


A change in the name of the New York 
Printers & Bookbinders Mutual Of New 
York to Graphic Arts Mutual Insurance 
Co. is announced by William H. Walling, 
chairman of the company’s board of di- 
rectors. Mr. Walling, speaking on behalf 
of the policyholders, explained that the 
new name is more descriptive of the 
scope of the company’s operations. 
Organized in 1914, the company special- 
izes in casualty insurance covering all 
branches of the graphic arts industry. It 
is licensed in New York, New Jersey and 
Connecticut. 
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100% STOCK DIVIDEND 





Declared by Directors of Continental 
Casualty; Authorized Shares Increased 
from 3 Million to 6 Million 


The directors of Continental Casualty 
have declared a stock dividend of 100%, 
which will be paid December 10 to 
shareholders of record November 20. 

This action followed the special meet- 
ing of Continental’s shareholder at which 
the company’s articles of incorporation 


were amended to increase the authorized 
shares from 3,000,000 to 6,000,000. 





South Carolina Study 

A study of the South Carolina Insur- 
ance Department is being undertaken by 
the New York management consultant 
firm of Cresap, McCormick & Paget. 

One aspect of the study, which was 
ordered by the State Budget and Con- 
trol Board has been completed. It was 
concerned with obtaining job descriptions 
for each employe in the Department. 
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Citizens Casualty’s Capital 
Stock Increase Approved 


Stockholders of Citizens Casualty of 
New York have approved an increase in 
the company’s shares from 500,000 to 
700,000 shares. This increase was 
prompted by the management’s plans to 
make 50,000 of such newly authorized 
shares available for a 10% stock dividend. 
It is expected that the remaining 150,000 
shares will be offered to the public 
through securities underwriters, with a 
full SEC registration and the customary 
prospectus. 

According to Jack Hyman, president of 
Citizens Casualty, the additional capital 
provided by the sale of the new stock 
will enable the company to accept a 
larger volume of business. 

The board of directors on October 1, 
declared a cash dividend of 10¢ per 
share and a 10% stock dividend, both 


based on the presently outstanding 500,- 


000 shares of the company’s stock, pay- 
able and distributable on October 13 to 
stockholders of record on October 6. 


Oklahoma Auto Liability 
Rates Increased 164% % 


Automobile rates in Oklahoma were 
increased effective October 14. The $1,- 
130,000 a year increase which was re- 
cently approved by the State Insurance 
Board, was coupled with a new filing by 
the ‘National Automobile Underwriters 
Association calling for an overall yearly 
reduction of $385,000 in comprehensive 
and collision rates. Both changes were 
approved unanimously by the three man 
board. 

Insurance Commissioner Joe B. Hunt, 
Board Secretary Louis Woodruff, and 
Paul Ballinger also assented to a 5% 
reduction in the expense factors in both 
applications. This proposed change 
bought vigorous protests from insurance 
agents who fear a 20% cut on thcir com- 
missions. 

The liability filing was by the National 
Bureau of Casualty Underwriters which 
writes about 30% of the liability insurance 
in Oklahoma and in the past has set 
the rate pattern. Mr. Woodruff stated 
that the bureau’s request for a 16.5% rate 
increase was approved because of higher 
costs. Increases in the number of claims 
and loss costs per car necessitated this 
decision. Other liability firms have al- 
ready been granted increases. 

The change in expense factor means 
63.6 cents instead of 58:5 of every pre- 
mium dollar will go for paying claims, 
Mr. Woodruff said. The board specifically 
ruled it would take no part in deciding 
what should be cut in trimming back 
expenses to 36.4 cents of the premium 
dollar. 


CAPTAIN NOW STATE AGENT 

Royal-Globe Insurance Group  an- 
nounces appointment of Michael P. 
Captain as state agent at Columbus, Ohio. 
Mr. Captain was formerly special agent 
at Toledo. A graduate of Ohio State 
University, Mr. Captain has had five 
years of production and underwriting 
experience with the Group. 




















White Sulphur Springs Personalities 


(Continued from Page 31) 


Mobley, elected president of National 
Association of Casualty & Surety Ex- 
ecutives, will do a fine job in office. He’s 
an executive vice president of Federal 
Insurance Co. and partner in Chubb & 
Son. Some of you may not know that 
he and Dewey Dorsett were classmates 
at University of North Carolina. 

Mr. Mobley and his Chubb & Son 
associates held “open house” Sunday 
evening in their Greenbrier suite to a 
large party of friends. ‘As always the 
Populaires, who entertain nightly in the 
Old White, supplied the music and 
“Tuck” Price entertained informally with 
some of her best recitations. Her hus- 
band, Holton, who is senior partner of 
W. H. Markham & Co., St. Louis, reg- 
istered his pleasure as did all her other 
admirers. 

Our thanks go to the Chubb & Son 
people—Nat Mobley, Bob Wallace, Tom 
Dew, H. A. Taylor, Jr. and the inimit- 
able Francis and Eunice Calley of Hunt- 
ington, W. Va. who do such a swell 
job in providing ‘hospitality and a good 
time for their Sunday evening guests. 
Many Surety Bond Producers Attend 

Let’s give recognition to the key ex- 
ecutives of National Association of Sur- 
ety Bond Producers who annually hold 
breakfast sessions at White Sulphur 
while the joint convention is in progress. 
I was greeted by Bill Phillips of Bir- 
mingham, Ala.. NASBP board chairman; 
Ralph Neely of Tulsa, this year’s presi- 
dent; Ed Cushman of Philadelphia, 
NASBP secretary and counsel, and Don 
Denton, of Charlotte, N. C., senior vice 
president who is also NAIA fidelity- 
surety chairman. 

Did you know that ‘Bill Phillips is the 
owner of a new 19-store shopping center 
at Midville Park, Ala. and that his wife, 
Sadie, operates the. sportswear shop at 
this center which was opened on Sep- 
tember 2 the Phillips’ 23rd wedding an- 
niversary? Bill is rightly proud of her 
business ability! 

Speed Warner of ‘R. B. Jones & Sons, 
Kansas ‘City, a NASBP past president, 
was missed but Frank and ‘Marge Tor- 
moen, of Thos. McGee & Sons, were on 
hand. He’s president of the Scandina- 
vian Club of Kansas City. 

Everyone missed \Bill Moore of Cook 
& Colver, Inc., Wichita, who always 
brings his camera to this and other con- 
ventions. ‘He has been under the 
weather so, on doctor’s orders, regret- 
fully passed up White Sulphur. Another 
Kansan who did come was Victor D. 
Blakely who proudly showed me a new 
brochure giving the history of C. G. 
Blakely & Co., 60 years old this year, 
which as managing general agents rep- 


resents some fine companies. “Vic,” son 
of C. G., and this wife, Dorothy, flew to 
White Sulphur in his Beechcraft Bo- 
nanza airplane. 

Another big bond producer, John W. 
Overton, head of Turner Insurance and 
Bonding Co., Inc., Montgomery, Ala., 
also had to miss the meeting. He wrote 
me that because of his illness last spring 
he had been away from his office all 
summer. For that reason he felt he 
should spend as much time as possible 
in the office for the next few months. 

Texas and Oklahoma Contingent 

Two big Houston agencies—Langham, 
Langston & Burnett and Houstoun, 
Stevenson & Cummings were repre- 
sented respectively by Wendell B. 
Phillips and W. Morrow ‘Cummings. Did 
you know that Wendell’s sister is Dotty 
Smith of Louisville, wife of Wm. T. 
Smith, both of whom attended ? It’s hard 


to believe but the Smiths have five 
grandchildren. 
Another Texan on hand was Travis 


3ailey of Lytle V. Gosling & Co., San 
Antonio. He and his wife, Martha, drove 
up to White Sulphur with a stopoff at 
Charlotte, N. C. to visit with the Lewis 
Pattons for a few days. 

Speaking of the Pattons, did you 
know that his agency, James J. Harris 
& Co., will be 25 years old in September, 
1961? He’s happy over the fact that his 
son majored in insurance at University 
of North Carolina and upon graduation 
has now started his own agency. Lew is 
executive vice president of James J. 
Harris & Co., a big bond producer, and 
active in the NASBP. 

Let’s talk a bit about the Oklahomans 
who are always well-represented at 
White Sulphur. In addition to Ralph 
Neely, one-time Texas Insurance Depart- 
ment employe, the Ledbetters of Okla- 
homa City, and the Ben Voths attended. 
However, Paul and Helen Sisk of Tulsa, 
who rarely miss, decided to take a sab- 
batical. Paul, who is now vice president 
of Marsh & McLennan, Inc., wrote me 
that “we have a new home under con- 
struction and it is at the stage of pro- 
gress where it requires constant super- 
vision.” 

“Red” Ledbetter, who brought his wife, 
Mary Ann, and his son, Bud, along, thas 
only missed twice since 1929 except for 
the war years when The Greenbrier was 
occupied by interned foreign diplomats. 
After leaving White Sulphur the Led- 
betters visited his brother, who is south- 
ern manager of the Hartford Companies 
in Atlanta; thereafter he will play the 
Augusta national golf course and then 
to Pinehurst, \N. C. where he will partic- 
ipate in the North & South Seniors Golf 


Ladies’ Bridge Winners at 
White Sulphur Convention 


The following were the winners of 
table prizes in the women’s card party at 
the White Sulphur Springs joint cas- 
ualty-surety convention last week. \Mrs. 
Sherman Drake (National Surety-Fire- 
man’s Fund) was again chairman of the 
committee and awarded the prizes. Mrs. 
Thomas W. Earls, (Earls-Blain 'Co., Cin- 
cinnati) was scheduled to be co-chairman 
but had to leave the convention early 
because of a death in ‘her family. Here 


are the winners with their husbands’ 
identifications: , 
Mrs. Sam N. Beery, Denver, ‘Colo., 


whose husband is Colorado Insurance 
Commissioner and NAIC vice president; 
Mrs. William E. Callahan (Retail Credit 
Co., Atlanta); Mrs. Ernest M. Cantrell 
(Spratlin, Harrington & Co., Atlanta) ; 
Mrs. James A. Cathcart, Jr. (General 


Reinsurance Corp., New York); Mrs. 
3romley DeMeritt (Hartford Steam 
3oiler, New York); Mrs. Foster C. 


Greene (Employers’ Group, Boston) ; 
Mrs. Paul A. Hammel, whose husband 
is Nevada Insurance Commissioner and 
NAIC president; Mrs. Scott Harris 
(Joseph Froggatt & Co., New York). 
Also Mrs. John T. Harrison (Flynn, 
Harrison & Conroy, New York); Mrs. 
Jos, . McDermott (Reliance of Phil- 
adelphia); Mrs. Robert Maxwell (F. W. 
Offenhauser & Co., Texarkana); Mrs. 
Russell E. Noble (Navarre & Noble, 
Jackson, Mich.); Mrs. C. W. Olson, Jr. 
(C W Olson & Co., Chicago); Mrs. G. 
B. Slattengren (Seaboard Surety, New 
York); Mrs. John F, Walker (North 
American Reinsurance Co., New York), 
and Mrs. E. Stuart Windsor (Riggs, 
Warfield, Roloson, Inc., Baltimore). 





Tournament. He’ll be away from home 
about a month. His son is on NACSA’s 
board of directors. How nice to see Mrs. 
Carl Daniel and her son, Peyton, now 
president of Daniel & Henry, St. Louis. 
One of the busiest men at White Sul- 
phur was Frank Harrington, executive 
vice president of the agents’ association. 
Accompanied by his wife, Katherine, he 
was almost continuously in meetings. 
However, he and a lot of other baseball 
fans did take time out to watch the 
World’s Series games on TV. Frank 
was ‘honored by election ex-officio to the 
board of the National Association of 
Surety Bond Producers. He gave a long 
report on NAICSA’s activities one morn- 
ing and then moderated the next day an 
interesting session at which company 
men and agents compared notes. 
Frank is one of four ex-Insurance 
Commissioners who regularly attend this 
meeting. The others are Al Bohlinger, 
New York, whose gracious wife, Kathie, 
is one of his biggest assets; Joe Navarre, 


Horseshoe Pitching Winners 


Shelby Cullom Davis, insurance shares 
specialist whose investment firm is a 
member of the New York Stock Ex- 
change, demonstrated his skill at horse- 
shoe pitching last week at the White 
Sulphur Springs casualty-surety meeting 
when he and his partner, Frank P, 
Weiler, executive vice president, Se- 
lected Risks Insurance Co., Branchville, 
N. J., were first in the annual conven- 
tion tournament. This was the fourth 
win for Mr. Davis and second for Mr, 
Weiler. 

Runners-up in the competition were 
Ernest M. Cantrell of Spratlin, Harring- 
ton & Co., Atlanta, and this partner, 
Robert T. Schaller, vice president, Con- 
tinental Casualty. Mr. Cantrell was a 
1958 convention winner. J. Edward 
Cochran, Sr., Hagerstown, Md. agent, did 
a good job as contest chairman and Mrs, 
Ernest (Cantrell won applause as_ the 
scorekeeper, a job she handled a year 
ago. 





Michigan, who now practices law in 
Jackson, Mich.; and Col. Howard Dun- 
ham, Connecticut, whose geniality is con- 
tagious. Mrs. Dunham told me that the 
Colonel is much improved in health since 
his heart attack of early last year. Ask 
him about the blue sport coat and red 
trousers which he wore one day at 
White Sulphur. Quite a costume! 

Four Insurance Commissioners who at- 
tended were given a warm welcome at 
the opening session. Paul Hammel, 
Nevada, looking in fine fettle after a 
serious heart attack, makes friends 
easily. He’s NAIC president. Sam 
3eery, Colorado, is equally at home in 
the insurance atmosphere. He’s NAIC 
vice president. T. Nelson Parker, Vir- 
ginia, as NAIC executive committee 
chairman, is in line for bigger responsi- 
bilities next year. Host Commissioner 
was T. Judson Pearson, West Virginia 

Inspection Agencies Represented 
The inspection agency people, always 
welcome at this annual gathering, were 
well represented by W. M. Stufflebeem 
and Bill Callahan, Retail Credit Co.; 
Howard Slayback, Quinn Arpin, both of 
O’Hanlon Reports, and with Edna Slay- 
back doing a yeoman job as chairman of 
the women’s golf tournament; Jim Wil- 
son of Hooper-Holmes Bureau, Inc., and 
Charles Francis of Service Review, Inc 

Mention should also be made of Guy 
Fergason, ‘Chicago personnel and man- 
agement specialist, who spent much of 
his time at this convention taking lots of 
pictures. 

The Working Press 

The press men including your reporter 

enjoyed the “passing show” at White 
(Continued on Page 38) 





Personalities At White Sulphur Springs Joint Convention 


Colorado Insurance Commissioner 


B. Gill, Glens Falls. 


First Row, left to right—Nathan Mobley, Francis Calley and H. A. Taylor, all of Chubb & Sons; Mrs. Robert A. Beck, Pittsburgh; James B. Donovan, New York 
attorney; Mrs. John O’Connor, Mrs. G. B. Slattengren, wife of Seaboard Surety’s president, and Frank Schiele, Seaboard’s agency vice president; Guy Warfield, Baltimore 
agency head; Mrs. Warfield; Mrs. Walter Sheldon, Chicago, and Mr. Sheldon, newly elected NACSA head (W. A. Alexander, Chicago); Paul Hammel, Nevada Insur: 
ance Commissioner and NAIC president; Beverly H. Mercer, Fidelity & Deposit chief and immediate past president of NACSE; C. W. Olson, Jr., Chicago, immediate 
past president of NACSA. Photos by Guy Fergason of Chicago. f 
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Second Row, left to right—Mrs. Harold G. Evans (American Casualty) and Mr. Evans; Edw. Mulvehill, American Re-Insurance; Walter L. Hays, American F. & Ci 
; 2 ] Munro and Mr. Munro (Prudential-Skandia-Hudson Group); Mrs. E. G. Trimble and Mr. Trimbk 
(Employers Reinsurance Corp.); the William Leslies—son and father—National Bureau of Casualty Underwriters; James Cathcart, General Reinsurance Corp., and E. 
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C. R. Pittee Named AIU 


Claims Manager in N. Y. 


SS. ike FES: 


CHARLE 


Charles R. Pittee has been appointed 
manager of the New York claim office 
of American International Underwriters 
Corp., in which post he will report to 
P. Magarick, general claims manager. 

After early claims training with The 
Reeclers, Mr. Pittee started with AIU’s 
casualty claims division in 1949 as an ex- 
aminer and then served as a Pacific area 
representative (Marshall Island area); 
manager, Manila Adjustment Co., Ma- 
nila, and president and manager of Un- 
derwriters Adjustment Co. in Caracas, 
prior to his current promotion to ATU’s 
New York headquarters. 

In World War II, he served as a Naval 
Intelligence lieutenant in Atlantic and 
Pacific theaters. 


E.R. LEE GETS PERFECT SCORE 


wid Student Tekinn HIAA’s Basic 
. & S. Course to Get 100%; 532 
Enrolled For Fall Semester 








Lucian R. Lee, assistant actuary of 
Liberty Life of Greenville, S. C., has 
received a certificate of honor as the 


only student to achieve a perfect score 
in the Heal th Insur ance Association of 
America’s ‘basic course in individu: il and 
family accident and sickness insurance. 
He alone had 100% score out of 124 
students enrolled in the Spring semester. 
The only other summa cum laude 
students were Irene O. Butler of Liberty 
Life, and Robert C. Leonhardt of Mu- 
tual of Omaha. There were 17 other 
persons with magna cum laude grades 
of 91% to 95%, as follows: 

James G. Patterson, American Cas 
ualty; W. Harold Petersen, American 
United Life; Paul S. ‘Blumer, A. Dean 
Enyeart, Jolin A. Fibiger, Julian Fl. Hop 
kins, Dwain L. Jones, James F. Mac 
Lean, and Edgar S. Wescott, all of 
Bankers Life of Lincoln; Oliver F. Sieg 
mund, General American Life; John A. 
Naratil and John T. Wolfenden, both of 


ie 


Indemnity of North America; ip 
Brockman, also of Liberty Life, and Lee 
A. Cramer, Mark E. Grant, Arthur J: 


Gunderson, and Francis L. Marten, all 
of Mutual of Omaha. 

The HIAA said enrollment for the 
fall semester was an estimated 532 per 
sons from 46 companies, more than four 
tmes the number enrolled in the spring 
semester. 

HIAA’s individual insurance sub-com- 
Mittee of its education committee. is 
Preparing a curriculum for an advz inced 
course which will be a comprehensive 
study of the entire A. & S. business. It’s 
expected to be ready for the fall 
semester of 1960. 

he education subcommittee, now a 
Standing committee of HIAA, is chair- 
Maned by Charles E. Stevens, assistant 
nb Indemnity Co. and Life Co. 





Gibbs to Rejoin Texas Dept. 
As Interim Appointment 


Joe P. Gibbs, formerly Casualty Com- 
missioner of Texas and former local 
agent, will begin serving his fourth hitch 
as a member of the Texas Insurance 
Department on November 14 when he is 
scheduled to succeed David B. Irons, 
resigned. Governor Price Daniel has 
announced his interim appointment ot 
Mr. Gibbs, now chairman of the board 
of Nolte National Bank in Sequin, Texas. 
Mr. Gibbs was named in 1941 to the 


old Board of Insurance Commissioners 
and was reappointed in 1947, He re- 
signed in 1952 to take over the bank 
post, but was recalled to serve in 1957 
to carry out the insurance reorganiza- 
tion program passed by the Texas legis- 


lature. Mr. Gibbs again resigned in 
early 1958. 
Mr. Irons will join the Dallas law 


firm of Thompson, Coe & Cousins, which 
specializes in insurance legal matters 
and in trade association work. 


In general comment on the Gibbs’ ap- 
pointment and operations of the reor- 
ganized department, Governor Daniel 


said in part: “Since the new board was 
established, the Texas insurance indus- 
try and its regulation by the state have 
regained public confidence that was lost 
for a time because of several mz jor fa ril- 
ures and instances of lax regulation.’ 


NAMED CINCINNATI MANAGER 

David McGinnis has been named 
branch sales manager of the Cincinmat: 
office of American Mutual Liability. He 
was formerly an industrial account repre 
sentative in the company’s South Bend 
office 
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United Front Urged in 
Forand Bill Fight 


DR. GUNDERSON TELLS ICA WHY 





AMA’s Past President Warns Against 
“Compromise” Legislation; More In- 
surance for Aged Must be Sold 





How best to meet the impact of the 
Forand bill, which may very well assume 
“top priority” status in the presidential 
election year of 1960, was discussed from 
all angles by Dr. Gunnar Gunderson, im- 
mediate past president of American Med- 
ical Association, in his address at the 
recent 50th anniversary meeting of In- 
ternational Claim Association at Miami 
Beach, Fla. Dr. Gunderson took the 
place on the program of Dr. Leonard W. 
Larson, board chairman of AMA, who 
was forced by illness to cancel speaking 
engagements. 

One of the biggest points made by Dr. 
Gunderson was that a united front must 
be maintained by commercial insurance 
companies, Blue Cross and Blue Shield, 
American Hospital Association and his 
own organization, in meeting the chal- 
lenge of Forand-type legislation. “We 
must do much more than just organize a 
good defense against this bill,” he de- 
clared. “We have to show that medicine 
and insurance have a better answer than 
the kind offered by the supporters of 
such legislation.” 

As is generally known, the Forand bill 
would provide certain hospital, surgical, 
nursing home and dental benefits to per- 
sons receiving Social Security retirement 
and survivorship payments. “The same 
idea, with numerous variations in benefits 
and eligibility, will be appearing in many 
other bills and amendments,” the speaker 
warned. 

The Real Issue 

Dr. Gunderson emphasized that the 
real issue involved in this fight is not 
the specific provisions of the Forand bill, 
but rather the basic principle involved. 
“Tt would add service benefits to a Social 
Security program which so far has been 
limited to cash payments based on the 
‘floor of protection’ concept,” he pointed 
out, 

“This new principle would alter the na- 
ture of the Social Security program. It 
would pave the way for evolution of a 
system of tax-paid health care for the 
entire population. Every two years—in 
the even years of Federal elections—the 
push for amendment and_ expansion 
would be under way. The continuing 
trend would first undermine, and even- 
tually destroy, our system of voluntary 
health insurance and the private practice 
of medicine.” 

While no action was taken on the 
Forand proposal during the first session 
of the 86th Congress, the speaker said 
that next year may be a different story. 
Therefore, preparation must be made 
now. The objective is not simply to beat 
an undesirable bill in Congress. “Our 
major goal is to help solve a problem. 
And this particular problem gives us an 
opportunity for practical action—a chal- 
lenge to produce dramatic progress in 
the growth and development of health in- 
surance coverage for elderly people,” Dr. 
Gunderson maintained. 

Warns of Disarming Tactics 

The speaker then gave his opinion on 
the strategy and tactics which probably 
will be employed next year by backers of 
the Forand bill. From the defensive 
standpoint, he urged that the insurance 
industry be on guard against such possi- 
bilities as the following: 

1. Forand bill backers will be ready 
to accept compromises that will water 
down this legislation. 

2. They are chiefly interested in estab- 
lishing a precedent, no matter how small, 





for government-financed health care of 
the aged. 

3. By using the tactics of “divide and 
conquer,” they will try to prevent the 
American Medical Association from es- 
tablishing a united front with the insur- 
ance industry, the Blue Plans and the 
American Hospital Association. 

4. To disarm physicians, and lessen the 
intensity of their opposition, the bill may 
be amended to cover only hospital and 
nursing home care. 

5. Every effort will be made to dilute 
the plan so as to make it more palatable 
to the hospitals. “This strategy may in- 
clude the suggestion that Blue Cross 
serve as the fiscal agent for any Social 
Security hospitalization plan,” the speak- 
er pointed out. 

6. To disarm those who are concerned 
over the potential cost of the Forand 
bill, the age of eligibility may be raised 
to 70 as a starter. 

7. If strong opposition to the bill de- 
velops, these and possibly other politically 
expedient changes will be made before it 
reaches a final vote next vear. 

In Dr. Gunderson’s opinion, “this dif- 
ferent approach will be more dangerous 
than any outright attempt to pass the 
Forand bill as it now stands. A com- 
promise proposal would appear to be 
harmless, and would not open the gate 
quite so wide right at the start. but it 
would lead to the same eventualities. 

“To counter this approach, we must 
establish and maintain a united front of 
physicians, hospitals, insurance compan- 
ies, (Blue Cross, Blue Shield, and all other 
groups that would be affected by such 
legislation. It is especially important for 
hospital administrators and trustees to 
realize that any kind of government sub- 
sidy—either direct from Washington or 
indirect through a fiscal agent—would 
simply be the first step toward Federal 
controls.” 


Must Work Harder in Over Age Market 


While giving cognizance to the prog- 
ress which has been made in the past 
few years in providing some form of 
health insurance protection for people 
over 65, Dr. Gunderson declared that 
until recently cultivation of this market 
has not been pushed hard enough by 
most insurance companies and prepay- 
ment plans. However. he pointed to (1) 
the acceleration of HIAA’s continuance 
of coverage program adpopted last De- 
cember; (2) the expanded programs of 
the ‘Blue plans; (3) the increasing num- 
ber of commercial companies which have 
either announced new, specially tailored 
policies for the aged, or have extended 
existing policies to more and more states. 

He then noted that AMA’s House of 
Delegates adopted a proposal last De- 

(Continued on ‘Page 37) 


C. Norman Green Dies; 
Well Known A.&S. Man 


WITH HOOSIER CASUALTY 38 YRS. 


Secretary-Treasurer of Indianapolis 
Company Had Been Prominent in A. & 
S. Industry Affairs; His Career 








The death of C. Norman Green, 61, sec- 
retary-treasurer of The Hoosier Casualty 
of Indianapolis, on October 5 removed 
from the accident and sickness insurance 
industry one of its best known and best 
posted executives. His funeral, held on 
October 8, was attended by officials and 





C. NORMAN GREEN 


department heads of the company, and 
the Reliance of Philadelphia, which owns 
The Hoosier, was represented by A. Ad- 
dison Roberts, vice president and treas- 
urer. 

Mr. Green’s association with the com- 
pany began in 1921, prior to which time 
he had been with the Public Savings Life 
and the American United. 

A veteran of World War I during 
which he served in the United States 
and Europe with an ambulance company. 
Mr. Green also served in World War II 
as a classification specialist with the 
Army Air Force. Following his return 
from military service, he resumed the 
managership of The Hoosier’s A. & S 
department which has grown substan- 
tially under his direction. 


Active in Association Work 


‘During his career in the 'A. & S. busi- 
ness Mr. Green has been active in asso- 
ciation work at local and national levels. 
He served as secretary of the old Health 
& Accident Underwriters Conference, and 
as a member of the Conference social 
insurance committee. He was a charter 
member of the Indianapolis A. & H. As- 

(Continued on (Page 38) 
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THE Hoosier CASUALTY COMPANY 


HOME OFFICE: 333 North Pennsylvania Street, Indianapolis, Indiana 


A STOCK COMPANY 
A + RATING BY BEST'S 
ASSETS — $9,235,089.8 | 
A RATIO OF $1.70 TO EACH $1.00 OF LIABILITIES 
A PIONEER COMPANY (1907-1959) 
ACTIVE IN TWELVE STATES: 


Illinois — Indiana — lowa — Kentucky — Michigan — Missouri — Nebraska 
New Jersey — Ohio — Pennsylvania — West Virginia — Wisconsin 


ACCIDENT and SICKNESS — AUTO — GENERAL LIABILITY 


Agents and Policyholders Say: 
“THE HOOSIER TREATS YOU RIGHT!" 


ASK US FOR DETAILS 








Triangle Underwriters 
Gets Beneficial F. & C. 
MADE MANAGING GEN’L AGENTS 


Downtown N. Y. Agency to Push Sale of 
Travel Accident Policies Through 





Independent Agents and Brokers | 





Triangle Underwriters, Inc. of 16] | 
William Street, New York, have been 
appointed managing general agents by 
Beneficial Fire ‘& Casualty for the sale 
of travel accident policies by independ- 
ent agents and brokers, utilizing credit / 
facilities of the Diners’ Club and Shera- | 
ton Hotels. 

This is a comprehensive travel policy | 
which may also be purchased directly | 
from the independent agents and brokers | 
without the use of credit cards. 

Introduced by the Diners’ Club a year 
ago in an experimental test in California, 
the new policy was the first insurance 
to be marketed through national credit | 
cards. The program received such quick 
public acceptance in the testing area that 
within six months it was extended na- 
tionwide for sale by independent agents 
and brokers on an individual rather than 
a Group basis. The rate of commission | 
to producers is 20% the first year of the 
policy and 15% on renewal. 

In July of this year this insurance was | 
made available through the credit fa- 
cilities of the Sheraton Hotels chain, 
Coverage is provided anywhere in the 
world for individuals and members of 
their families between the ages of 18 
and 70. Death benefits range as high as 
$120,000 and $5,000 for medical expenses 
for injury in any kind of travel convey- 
ance, such as the driving of automobiles 
and rental cars, as well as on commer- 
cial airlines, including non-scheduled 
flights. 

Triangle Underwriters, now in its 29th 
year, writes fire, automobile, casualty, 
disability and life insurance for 3,00 
brokers in the New York metropolitan 
area. Benjamin Weinstein is president 
and Bob Weinstein is vice president. 
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N. J. Blue Cross Broadens 


Coverage for Seniors 


Starting November 15, New Jersey 
Blue Cross will begin receiving applica- 
tions for the first time for non-group 
enrollment from persons over age 65. 
These senior citizens must merely com- 
plete a simple health statement, re- 
quired of all members in the non-group 
class, and no physical examination will 
be required. 

Qualified applicants will be processed 
for Blue Cross protection effective Jan- | 
uary 1, 1960, and they will thave a choice [| 
between the plan’s full comprehensive 
program or modified coverage at lower f 
cost. : 
New Jersey Blue Cross points out that | 
this first enrollment of senior citizens | 
highlights its revised program for 1960 
which also includes the following fea- 
aures: 

1. Subscribers 60 years of age and 
over who leave Blue Cross groups will 
be permitted to continue their compre- | 
hensive coverage without interruption at | 
direct-payment rates slightly ‘higher than | 
the group rates. In the event such a 
subscriber wishes to take advantage of | 
the lower rates for Modified coverage, 
he should request such transfer 30 days 
before any payment date. 

2. The modified contract is offered at 
a subscription rate about 18% lower. than 
comprehensive, but with a “co-pay” fea- 
ture similar to the deductible clause 10 
auto collision insurance. 

3. Subscribers under 60 now in “left- 
group” status have been notified they 
will be transferred to modified coverage 
at the end of their contract year, unless 
they can meet the health standards for 
non-group comprehensive enrollment. 
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ARK. CLAIM MANAGER NAMED 
Standard Accident has appointed Carl 
Roady as manager: of its Little Roc 
ae office. He joined the company 
1953, 
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Program Ready for 
Medical Directors Assn. 





SET FOR OCT. 21-23 IN NEW YORK 





In Additional to Formal Papers Panel 
Discussion on Health Insurance 
Council to Be Presented 





One of the features of the 68th annual 
meeting of Association of Life Insur- 
ance Medical Directors of America, set 
for October 21-23 at Hotel Statler Hil- 
ton, New York, will be a symposium on 
public relations and the work and aims 
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Elect Hellgren President 

Chicago, Oct. 1s—J. E. Hellgren, third 
vice president, Lumbermens Mutual Cas- 
ualty, was elected president here today of 
Insurance Economics Society of America 
at its 17th annual meeting at Edgewater 
Beach Hotel. He succeeds Paul W. Watt, 
president, ‘Washington National, who in 
his opening remarks paid tribute to 1ES’s 
achievements. under Managing Director 


E. H. O’Connor. 


Other new officers are as follows: W. J. Ham- 
rick, CLU, senior vice president, Gulf Life re- 
elected first vice president; J. W. Scherr, Jr., 
board chairman, Inter-Ocean, second vice presi- 
dent and H. O. Fishback, Jr., vice president, 
Northern Life, secretary. Elected to executive 
committee for three years were: Travis T. 
Wallace, president, Great American Reserve; 
V. J. Skutt, president, Mutual of Omaha; S. L. 
Horman, vice president, Time; Watson Powell, 
Jr., executive vice president, American Republic, 
and C. G. Ashbrook, president, North American 
Life. 

SERRE OE OR A TL TEE TTS LE TT A 


of the Health Insurance Council, sched- 
uled for October 23. 

At this session, Dr. William P. Shep- 
ard, chief medical director, Metropolitan 
Life, will review “The Total Problem”; 
Dr. Charles D. Gossage, associate medi- 
cal director, Confederation Life Associa- 
tion, will talk on “The Current Canadian 
Scene”; while a panel of four will dis- 
cuss HIC activities, their impact to date, 
legislative implications, and assessment 
of the future. The panel moderator will 
be Albert V. Whitehall of LIAA, who is 
HIC vice chairman, and speakers are 
Raymond F, Killion, second vice _presi- 
dent, Metropolitan Life; Dr. J. G. Irving, 
medical director, Aetna Life, who is 
HIC’s medical relations chairman, and 
Wm. J. McBurney, executive general 
manager, The Prudential, who is HIC’s 
uniform forms committee chairman. | 

Speakers on first day of the meeting 
will be Dr. Francis R. Dieuaide, scien- 
tific director, Life Insurance Medical Re- 
search Fund, whose topic is “Accom- 
plishments and Needs of Cardiovascular 
Research”; Dr, Peter G. Denken, visiting 
neuropsychiatrist of Bellevue ‘Hospital, 
New York, who will discuss “The Neu- 
totic Claimant: Evaluation of Disabil- 
ity’; Dr. John J. Hutchinson, medical 
director, New York Life, who will give 
“Highlights of the New Build and Blood 
Pressure Study.” 

The program for the following morn- 
ing and afternoon includes the follow- 














ing: 

S Which Erring Men Call Chance’’—Dr. Frank 
B. Berry, Assistant Secretary of Defense, 
Department of Defense, Washington, D. C. 

“Uncle Sam With a Stethoscope’—Dr. Louis 
M. Orr, president, American Medical Associa- 
tion, 

“The Master ‘2-Step’ Electrocardiographic Test 
Brought Up to Date’—Dr. Arthur M. Master, 
Consulting Cardiologist, Mt. Sinai Hospital, New 
York City. 

“Factors in the Evolution of Occlusive Coro- 
Mary Artery Disease’—Dr. Milton Helpern, 
Chief Medical Examiner, City of New York, and 
Professor of Forensic Medicine, New York 
University Post-Graduate Medical School, New 
York City. 

“Advances in Surgery: Their Effects on Medi- 
cal Underwriting’—Dr. C. Marshall Lee, Jr., 
Assistant Medical Director, John Hancock Mu- 
tual Life. 

The banquet speaker October 22 will 
é Robert H. T. Thompson, manager 
for U. S. A. of British Overseas Air- 
ways Corp., whose subject will be “Civil 
Aviation and World Politics.” 


United Front Urged 


(Continued from Page 36) 


cember which applies specifically to the 
“over 65” group with very modest re- 
sources or low family income. For med- 
ical services rendered to these elderly 
people, physicians are urged to accept a 
level of compensation “that will permit 
the development of insurance and pre- 
payment plans at a reduced premium 
rate.” 

Confident that health insurance cover- 
age for the aged will grow at an acceler- 
ated pace in the months ahead, the 
speaker quoted a conservative estimate 
(based on trends of the recent past) of 
the HIAA to the effect that 60% of the 
senior citizens who want or need health 
insurance coverage will have the protec- 
tion by the end of 1960. “Their further 
estimates,” he said, “are 75% by 1965 
and 90% by 1970. Actually, however, 
because of the intense interest and activ- 
ity now centering on this problem, the 
rate of growth might far exceed those 
conservative predictions—if medicine and 
insurance will cooperate ina valiant, all- 
out effort.” 

His overall recommendation was that 
in the months ahead ‘we must promote, 
advertise and publicize new plans and 
policies. We must be able to go before 
the Congressional committee hearings 
next spring with a real story to tell—a 
story of dramatic growth in coverage, 
new ideas and approaches, and hopeful 
outlook for future progress. 

“If we make that kind of effort—and 
if we can present a convincing case to 
Congress next year—I think we.may be 
able to beat back the advocates .of. gov- 
ernment action. If we do not make that 
effort, I would hesitate to predict the 
long-range future of medicine and volun- 
tary health insurance.” 





CALLS CREDIT INS. HEARING 

Joseph S. Gerber, Illinois Director of 
Insurance, has called a hearing at 
Springfield for October 28 for the pur- 
pose of determining the initial maximum 
charge which licensees under the Con- 
sumer Finance Act of Illinois may collect 
from borrowers for credit life or credit 
A. & H. insurance. 


U.S. Supreme Court Asked by Gov’t to 
Reverse Travelers Health Decision 


Declaring that the McCarran Act pro- 
viso was misinterpreted by a lower court, 
the Government has asked the U. S. 
Supreme Court to overturn an Eighth 
Circuit Court dismissal for lack of juris- 
diction of a Federal Trade Commission 
cease and desist order against allegedly 
deceptive advertising sent through the 
mails by Travelers Health Association 
of Omaha, The lower court, in a 2-1 
decision, held that such advertising is 
regulated by Nebraska law; therefore, 
beyond scope of FTC control. 

The high court has agreed to review 
this Circuit Court, decision, with argu- 
ments scheduled to be heard sometime 
during the term which began last week. 


Points Made in Government’s Brief 


The phrase, “regulated by state law,” 
as used in the McCarran Act, “means 
regulation by the law of the state where 
the offending action occurs and is ac- 
tually or potentially injurious,” the Gov- 
ernment brief declared. 

“The construction of the act by the 
court below means that if a Nebraska- 
domiciled insurer bombards the residents 
of every other state with mail-delivered 
misrepresentations, the McCarran Act 
withdraws from the residents of all other 
states ‘the. protection afforded by the 
Federal Trade:Commission Act provided 
Nebraska officials have statutory author- 
ity to take prophylactic action.” 

The brief questioned the constitutional 
validity of the ‘Nebraska statute on 
which the Eighth Circuit relied in its 
determination that the FTC was barred 
from action because of state regulation. 
This law, as amended in 1957, makes it 
illegal for a Nebraska insurer to engage 
in deceptive practices “in any other 
state.” 

The Government argued, however, that 
“due process limitations on the power of 
a state to regulate extraterritorial acts, 
as established by decisions of this Court, 
cast serious doubt on the constitutional 
validity of the Nebraska law as applied 


to respondent’s out-of-state, mail-deliv- 
ered misrepresentations.” 

Nor do the laws of the states into 
which the advertising is mailed by this 
nonresident, nonlicensed company, regu- 
late the advertising material, the brief 
asserted. Even if these states had en- 
acted statutes designed to regulate ad- 
vertising mailed to their residents by a 
nonresident insurance company, the Gov- 
ernment added, “this would not consti- 
tute regulation by state law within the 
meaning of the McCarran Act proviso 
because such statutes could not be effec- 
tively enforced against the offending 
company. 

“Congress, in providing for state reg- 
ulation of insurance, intended to secure 
‘adequate’ control and regulation,” the 
Government added, “and Congressional 
approval of continued state regulation 
was not intended to permit any regula- 
tory vacuum.” 





New Course in Reading 

Improving reading speed and increasing 
reading comprehension are the two prime 
objectives of a new reading improvement 
course offered by the Insurance Society 
of New York and scheduled to begin 
October 20. George Tisdale, secretary of 
the Commercial Union-North British 
Group, will conduct the course. 

Since two sections of this course are 
scheduled registrants may select Tuesdays 
from 5 to 6:30 p.m. or Fridays, 5:30 to 7 
p.m. Classes will meet for 10 consecutive 
weeks and the tuition is $40.00. Enroll- 
ment will be limited to from 10 to 15 
students per class. 





Kemper Junior Board Chr. 

Harry F. Peterson, Jr, has been 
elected chairman of the Kemper Insur- 
ance Junior Board, an 1l-man_ unit 
formed in 1946, which provides manage- 
ment training for young executives of 
the Kemper Group. 
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Ahead of the $@iVGN .... 


Progress is the hand-maiden of Time. We at Inter-Ocean-recognize that success of an 


agent depends upon the 
that can be offered. 


newest and progressive types of personal protection policies 


Inter-Ocean fulfills the protective needs necessary to provide modern individual and 
group protection, including Life, Hospital, Medical and Surgical, and Loss Of Income 





PERSONAL PROTECTION SINCE 1903 
COMMERCIAL + WEEKLY PREMIUM 
ORDINARY * GROUP 


policies. An example: Inter-Ocean’s One-For-All family policy, that insures the entire 
family under ONE single contract. Move Ahead Of The Times. Why not write today for 
more information? Brokerage inquiries invited, also. 


j N T E R rs O Cc E A N INSURANCE COMPANY 


CINCINNATI 2, OHIO 
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White Sulphur 


(Continued from Page 34) 


Sulphur. Among them were Roger Ken- 
ney, U. S. Investor insurance editor, 
dignified as always; Carl Pearson, Rough 
Notes editor, who enjoys pitching horse- 
res Chester Kellogg, managing editor, 
. M. Best publications, who is a fluent 
sh oa and Don Wolff, publisher, The 
Weekly Underwriter, who attended his 
first White Sulphur casualty-surety 
meeting. 
Among Company Top Executives 
Company top executives who always 
add prestige to the gathering, included 
Edward A. Larner, Frank J. Carey, Frank 
W. Boyle and Foster C. Greene, all of 
Employers’ Group of Boston; Charles J. 
Haugh, The Travelers, who also heads 
the Association of Casualty & Surety 
Companies (glad to see you back, 
Charlie); Guy E. Mann and Edward wt 
Knapp of Aetna Casualty & Surety, 
and, of course, Ted Engstrom, Aetna’s 
Philadelphia manager, was among those 
present. He hasn't missed in years! 
The Hartford Companies’ party in- 
cluded ex-President Wilson Jainsen, still 
active in sports whose fall assignment 
will be to superintend a new home being 
built; Executive V.P. Manning W. 
Heard, and Vice President Frank Mc- 
Vicar. 
Iso on hand from srsartrorad was 

Lyman B. Brainerd, handsome president 
of Hartford Steam Boiler, and Bromley 
DeMeritt, his New York vice president. 

Every one was glad to greet Robert Z. 
Alexander, American of Newark presi- 
dent, who was 1958 president of NACSE. 
He brought along his wife; C. S. Cots- 
— his vice president, ‘and Francis 
Van Orman, vice president-general coun- 
sel. 
From the Pacific Coast came Ray Ellis 
and Jim MacKay, Fireman’s Fund of- 
ficals, and the F ‘und was also represented 
by Sherman Drake of New York, whose 
wife added luster to the distaff side. 
She ably chairmaned the women’s card 
party. Midwesterners included Frank V. 
McCullough and Bob Schaller of Con- 
tinental Casualty; Lester K. Kirk, head 
of Standard Atccident, whose party em- 
braced L. M. Ge vodspeed and Ted Sed- 


wick. (Mr. Kirk tried valiantly to pitch 
prize-winning horseshoes but his op- 
ponents shot too many _ ringers.) 


From Pittsburgh came Ralph Newman, 
National Union Companies, who enjoyed 
seeing old friends. From Philadelphia the 
North America ‘Companies were repre- 
sented by H. P. Stellwagen, Jim Craw- 
ford, Franklin Vanderbilt and R. S. 
Robins, all vice presidents. The Reliance 
of Philadelphia sent its able vice presi- 
dent-treasurer— Addison Roberts and 
bonding chief—Joseph ‘McDermott. Gen- 
eral Accident sent William Bernhard, 
one of its top officials. 

Two Baltimore chief executives—Bill 
Pullen, U.S.F.&G., and Beverly Mercer, 
Fidelity & Deposit, gave added distinc- 
tion to the convention. Bill Harper, 
‘Maryland Casualty chief, was missed but 
his senior vice president—Ed \Castleton— 
made new friends for the company. C. 
B. Gamble, agency v.p. of U.S.F.&G., 
accompanied Mr. Pullen. Reid Johnson, 
New Amsterdam's agency vice president, 
is sometimes mistaken for U. S. Senator 
Kefauver and he’s rather flattered by his 
resemblance. He and Frank Bullen, U. S. 
Casualty v.p., were seen together. 

Old timers asked to be remembered to 
J. Arthur Nelson, now in. his 80s, who is 
dean of Baltimore’s casualty- surety top 
executives and still active daily at the 
New Amsterdam’s home office. He's 
its board chairman. 

Evans Piloted Own Plane 

Did you know that Harold Evans, chief 
of American Casualty of Reading, piloted 
his own plane to White Sulphur, accom- 
panied by Mrs. Evans. They recently 
returned from a European vacation. This 
week he’s flying around the country, 
officiating at the opening of several new 
American Casualty branch offices. Also 
from American [Casualty were George 
C. Henke, Howard G. Riley and Bill 
Wiest. 

(Florida’s sole company delegate was 
Walter L. ‘Hays, head of American Fire 
& Casualty, who ably represented the 


“Land of Sunshine.” He will serve as 
local chairman for the Insurance Com- 
missioners’ midyear meeting in Miami 
Beach in late November. His pipe smok- 
ing friends were fascinated by his newest 
acquisition—a Danish pipe. 
New Yorkers Attending 

As always a goodly number of New 
York company top executives joined in 
the business and good fellowship at 
White Sulphur. They included: John 
R. Robinson and W. F. Ballou, Phoenix 
of London; Thos. Bivin, Great Amer- 
ican; G. B. Slattengren, M. H. Crighton, 
Jr. and Frank Schiele, all of Seaboard 
Surety; H. Marshall ‘Frost, American 
International Underwriters Corp.; Rich- 
ard A. Hubbard, North British Group; 
Clarke Smith and Clay Johnson, Royal- 
Globe Insurance Group, who received 
compliments on the Group’s new national 
advertising; E. C. Lechner, General Fire 
& Casualty ; Alan O. Robinson, York- 
shire Insurance Co.; and Reese Hill, 
Crum & Forster Group. Reese had an 
unexpected \pleasure at the banquet when 
he met W. E. Seely of Jas. B. Hill & 
Co., St. Louis, son of the western man- 
ager of F., who is one of the 
Group’s ablest executives. This is Bill 
Seely’s first White Sulphur meeting and 
he made a lot of friends. 


Reinsurance Contingent 

The reinsurance contingent included 
top executives in this end of the busi- 
ness. North American Reinsurance 'Co.’s 
party was headed by E. Brandli, presi- 
dent, whose son, Ralph, now with Sei- 
bels, Bruce & Co. of Columbia, S. C., 
spent a day or so with his mother and 
father at the convention; Other ex- 
ecutives of North American on hand 
were Edwin 'C. Booth, Ralph C. Lewis 
and John F. Walker. General Reinsur- 
ance was represented by James A. Cath- 
cart, Jr., Robert Braddock and John 
Madigan. We missed Ed (Lowry and 
the gracious (Mrs. Lowry. 

American Reinsurance was a 
by Ed Mulvehill and H. F. Witzel, 
regular attendants. Jack Munro, affable 
chief of Prudential -'Skandia - Hudson 
Group, enjoyed himself thoroughly and 
so did Jerry Germain and Don Bryant 
of Excess & Treaty Management Corp. 
Jerry saw a lot of his ‘friends, Scott 
Harris and Mrs. Harris, Joseph Froggatt 
& Co. and Robert and Mrs. Files of that 
firm; also Charlie Summers, v.p. of Bank- 
ers Trust Co., New York. 

From Reinsurance Corp. of New York 
came W. W. Cochran, Pag and 
his right hand man, .M. Woodbury. 

Employers Reinsurance — Kansas City 
was well represented by President Frank 
Proper, who is one of the deans of cas- 
ualty reinsurance chief executives; Vice 
President Ed Trimble, New York, Vice 
President William A. Hannon and Treas- 
urer-Secretary John B. Wornall. 

Old friends of Charlie Pritchard of 
Pritchard & Baird, New York reinsur- 
ance brokers, were ‘glad to see him back. 
William Delaney, who heads his own re- 
insurance firm, brought John Onder- 
donk, his vice president, along. He also 
introduced his nice wife and two daugh- 
ters to his business friends. 

I must’nt forget to mention Gil Kerr, 
retired v.p. of America Fore Group, 
who is now with Recording & Statistical 
Corp. as vice president and happy in his 
new work. He introduced around his 
associate, Bob Vanderbeck, also vice 
president, who enjoyed with Mrs. Van- 
derbeck his first casualty-surety con- 
vention. Gil’s son-in-law, ‘Harold Tippy, 
is doing a good job with Oharles Ben- 
field, New York insurance broker. 

Speaking of The Greenbrier, did you 
notice the new West Virginia wing now 
under construction? Of Georgian archi- 
tecture, it is planned for completion in 
a year or so, and will supplement pres- 
ent meeting facilities as well as provide 
for additional recreational activities. 
Truman Wright, who is vice president- 
general manager of The Greenbrier, and 


lhis staff do an outstanding job on con- 


vention handling. 
The William Leslies 
William Leslie, Sr. and his gracious 
wife, Westray, were welcomed by a host 
of friends. Now retired and a country 
squire in Newtown, Conn., Bill looks and 


acts the part. He keeps up with insur- 
ance news, of course, but devotes a lot 
of time to gardening, TV, mystery 
stories and double cross stick puzzles. 
He’s considering the idea of writing in- 
surance memoirs which would be eagerly 
read by a lot of people. ‘Westray keeps 
in trim by horseback riding. The Leslie 
grandchildren (10) will receive from 
grandpa pumpkins grown in his garden 
for their Hallow’een enjoyment. 

‘Did you know that Meredith, the 16- 
year old daughter of William Leslie, Jr. 
and Mrs. Leslie has the ambition to be 
a newspaper woman when she graduates 
fom Smith College? She’s now a re- 
porter on her high school paper and 
aspires to be its editor in her senior 
year. The Leslies are inclined to further 
her ambition. 

Father and son flew to the Coast last 
week-end to attend a _ farewell testi- 
monial party given for Rollo Fay, who 
is retiring as National 'Bureau’s ‘Pacific 
Coast manager. 


Convention Golf Winners 


Top prize winners in the convention 
golf tournament were a‘l agents! The 
Earls Trophy and low net prize went to 
C. W. Olson, III, which made his parents 
very happy. Bob Bowen of Indianapolis, 
a one-time Miller Championship ‘cup 
winner, scored the best low gross of the 
tournament. Second and third low gross, 
respectively, were Jim et of 
Ok‘ahoma City and B. K. Cope of Mil- 
waukee, who was 1958 winner of the 
Earls Trophy. His wife, Joyce, who has 
a musical background, is proud of him. 

Second low net prize went to Cameron 
Brown of the Chicago firm of George 
F. Brown & Sons, Inc., and third low 
net was won by ‘Charles Reid, Jr. of the 
rates agency of Wallace M. Reid 


Although John C. Weghorn of New 
York, NACSA board and executive com- 
mittee, member, did not win a top prize 
he told your reporter that on October 
5 on tthe Greenbrier course he shot his 
best game to date, making 76 low gross. 
Congratulations, John. Other golf-playing 
New Yorkers on hand were Harold Hall, 
head of Willard S. Brown \& Co., Inc. 
and William Waters, senior partner, Hall 
& Henshaw. 


Among the Agents 


Did you know that Harold W. McGee 
of Los Angeles, one of the Surety Bond 
Producers’ executive board members, has 
been married 44 years. His agency, one 
of the oldest in Los Angeles, does an 
annual premium volume (mostly contract 
bonds) of $2,500,000. 

‘Did you know that James B. McKee is 
now a partner in the successful McKee, 
Oliver & Geny agency of St. Louis and 
finds business “very good” this year? 

Did you know that Leslie Graham, 
who runs the “big time” Thomas E. 
Wood Agency in Cincinnati, is not the 
least bit pessimistic about the future of 
the American Agency System despite di- 
rect writer competition. The agency’s 
business has almost doubled in the past 
five years. He arrived at The Green- 
brier after a six-week tour in Europe 
with the attractive Mrs. Graham. 

[Did you know that ‘Bob Beck, whose 
Pittsburgh agency represents Seaboard 
Surety, observed his 25th wedding an- 
niversary on October 2 and that he and 
Mrs. Beck celebrated this milestone by 
coming to White Sulphur? They have 
three sons and a grandson. 

Did you know that E. Stuart Windsor, 
NAICSA director and executive commit- 
teeman (newly elected), is now in his 
37th year in the business ? He’s executive 
vice president of Riggs-Warfield- Rolo- 
son, one of Baltimore’s largest agencies. 
F. Albert Roloson, board chairman of 
the agency, also attended this meeting, 
looking fit as a fiddle. 

‘Did you know that Lyle S. McKown, 
one of the stalwarts of NAICSA, brought 
along his vice president, Dave Wyer 
and his wife, Joan? It was their first 
White Sulphur convention. Lyle is proud 
of the fact that he has not missed a 
single joint meeting at The Greenbrier 
since 1941. He nt “Business is 
good but not booming . . we are show- 
ing steady growth.” 

you know that Harry L. God- 





shall, Atlantic City, N. J. agent, is cur- 
rently executive committee chairman of 
the Excelsior Insurance ‘Co. (the agents’ 
company) and has served on its board 
since 1930? 

Did you know that Henry A. Brown, 
vice president of Alester G. Furman Co, 
Greenville, S. C. thas five grandchildren 
ranging from 1 to 5 years old? His firm, 
71 years in existence, was founded by 
Alester G. Furman, now retired, but who 
at 92 years old this month, still keeps 
up his interest. His son, Alester, Jr. and 
grandson, Alester, III, now head the 
agency. 


DeJarnette’s Virginia Prominence 


Did you know that Edmund T. De- 
Jarnette of DeJarnette—Paul of Rich- 
mond, served for 16 years as a member 
of the Virginia ‘House of Delegates; was 
chairman of the Insurance and Banking 
Committee; floor leader in 1954, and 
chairman of the Virginia Advisory Leg- 
islative Council (1950-52) during which 
time he was chairman of the subcom- 
mittee which recodified and rewrote the 
insurance laws of Virginia? Next Octo- 
ber will mark this 40th anniversary in the 
local agency business. 

Did you know that Elwin Gammons 
and Mrs. Gammons of Providence, k I, 
marked their 13th consecutive conven- 
tion this year at White Sulphur. He’s 
president of the Rhode Island Assn. 

Did you know that Guy Warfield, Jr. 
of Baltimore recently observed the 65th 
anniversary of his agency—Warfield- 
Dorsey Co., Inc. of which he is presi- 
dent? For the first time his son, Guy, 
III, and his attractive wife, Ann, at- 
tended the meeting. The Warfields ‘have 
four grandchildren. 

Did you knaw that John Conklin, Sr. of 
Hackensack, N. J., NAOSA board mem- 


ber and Mrs. Conklin have 14 grand- 
children? 
Did you know that Ed Cochran of 


Hagerstown, Md., a past president of 
NASA, passed ‘his 40th year in the 
business last year? One son, Edward 

MIT graduate, is vice president of 
ts agency while his other son, James 
E., Jr., Yale graduate with Ph.D. degree, 
is doing research medicine. 

Did you know that Bill Klinesmith of 
New Orleans, still plays tennis and swims 
and he finds that “keeping up” with his 
three grandsons, all athletes, keeps him 
young? His agency, Klinesmith-Laude- 
man, is 44 years old. 

Did you know that Gustav May, head 
of a prosperous (Cincinnati agency, has 
a host of insurance and civic activities? 
His wife, Florence, who accompanied him 
to White Sulphur, is a licensed agent and 
an_ officer of Gustav May & Co. 

Finally, did you know that Tom Earls, 
another prominent Cincinnati agent, got 
two “firsts” in important golf tourna- 
ments last summer; that his son, Tom, 
Jr., has started to work for Hartford Fire 
in Chicago; that two other children are 
away at college, and that his father, in 
his 80s, still plays golf regularly and 
proudly wears his honorary degree from 
Holy Cross College. 

See you all next White 
Sulphur! 


year at 





Norman Green Dies 
(Continued from ‘Page 36) 


sociation and later became president. 

He participated in the activities of the 
International Association of Accident & 
Health Underwriters as executive board 
member, public relations chairman and 
chairman of A. & H. Week. He also took 
part in A. & S. insurance courses at 
indiana and Purdue Universities as com- 
mittee member and instructor. 

Mr. Green was promoted to secretary- 
treasurer of The Hoosier in December, 
1954, and continued to supervise its A. & 
S: department. His right hand man has 
been Harold A. Moore who is now head 
of the department. 

Mr. Green’s absorbing outside interest 
for many years was the Little Theater 
movement in Indianapolis. He directed 
as well as acted in many well known 
plays, and on his occasional visits to New 
York he always enjoyed attending the 
Broadway hits. 
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BUSINESS INTERRUPTION FORM 


Now only one Gross Earnings form, with 
endorsements. With or without 

payroll protection. Or payroll protection for a 
limited number of days. 






(This new form may not yet be available in your state—watch for it!) 
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ci SALES AID AND WORK SHEET 


Explains new features, billboard fashion. Shows 
why this coverage is a ‘‘must’”’, 
ron I ce Includes a simple but complete work sheet 
——— to determine the prospect’s needs. 


Vhite P 


Ask your &tna fieldman today 
f the f aie about this new business builder. 


ABTNA INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 





Worldwide Insurance through our Foreign Dept., AFIA 
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MUTUAL LIFE 
ASSURANCE COMPANY OF AMERICA 


Home Office: Worcester, 


MAIL COUPON NOW =» 


? 


YOU CAN NOW, WITH THE State Mutua 


This policy is the answer to heretofore neglected fam- 
ilies in the family market where only one parent and 
his or her dependent children are to be insured. It 
covers a wide variety of family situations— where one 
parent cannot be insured, chooses not to be, is deceased 
or where a divorce situation exists. 


Some Sales Highlights of this Policy 


@ For parents, issue ages 18-50, and dependent children, ages 15 
days to 18th birthday, protection is available in 1, 114, 2, 2% 
and 3 units. Each unit provides $5,000 Whole Life insurance on 
parent; $1,000* Term on each insured child, which terminates 

‘ on policy anniversary nearest age 25 or policy anniversary nearest 
insured parent’s 65th birthday, if sooner. 
*$250 from age 15 days to 6 months 

@ Premium independent of the number of insured children. Reduces 

at insured’s age 65. 


@ At death of parent, existing Term coverage on children becomes 
paid up. 
@ Conversion privilege for insured children up to 5 times amount 


of expiring Term insurance, without evidence of insurability. 


@ Accidental Death Benefit and Waiver of Premium Disability 
Benefit, as provided in the policy, automatically included on life 
of insured parent. 


@ Family Income, Supplemental Level Term and Guaranteed Insur- 
ability Riders available on life of insured parent. 





STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA: 
WORCESTER, MASSACHUSETTS 


Parent and Children Policy. 


Please send me full information about your new 
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